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SHERLEY M. WALKER 


When Sherley Walker 
of Fargo, N. D., signed 
his Franklin contract 
last March, he had 

no insurance 

experience whatever. 
Between March 11 and 
August 21 he made 61 
sales, paid and delivered; 
total volume $292,500. 
Average sale was $4,570; 
average monthly earnings 
$1,275. All but six sales 


were Franklin Exclusives. 


No insurance experience 
average monthly 
earnings *1,275 


October 5, 1954 


Mr. J. V. Whaley, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Mr. Whaley: 
I have recently completed my sixth month as a rep- 
resentative of the Franklin Life. These past six 
months have been the most gratifying and profitable 
period in my sales experience which dates back ap- 
proximately 24 years. A review of the results to date 
prompts me to express to you and your associates 
my appreciation for the tremendous opportunity the 
future now holds for both my family and me as a 
representative of the Franklin Life. 
I received my first introduction to Franklin’s exclu- 
sive contracts through Mr. Bob Wand, our State 
Manager. Although I had never had experience in 
selling life insurance, I was greatly impressed 
with the sales possibilities of our exclusive Presi- 
dent’s Protective Investment Plan. This program 
along with our other three exclusives has been ac- 
cepted with great enthusiasm by my prospects, as 
my sales indicate, where the ordinary type of life 
contract would not have been purchased. I think my 
sales record is a wonderful tribute to the salability of 
Franklin’s Exclusives by one who is still a beginner 
in this great business. 
With every confidence that the months ahead will 
mark continued progress as a member of the friendly 
Franklin, I am, 

Sincerely, 


Sherley M. Walker 








An agent cannot long travel at a faster gait than the company he represents. 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Seven Hundred Million Dollars of Insurance in Force 


__ FRIDAY, DECEMBER 3, 1954 — 
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The NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


q.T. Grant, B. M.A. 
Chairman, Dies; Was 
Vital Industry Force 


Built Insurer He 
Founded into One 
of Country’s Strongest 


Ww. T. Grant, chairman and founder 
of Business Men’s Assurance, died 
Monday at Kansas 
City only a few 
hours before his 
76th birthday on 
the eve of what 
was to have been 
the highlight of a 
life time backed 
with service to his 
company, the in- 
surance’ industry 
and his commu- 
nity. Mr. Grant 
was attending the 
annual meeting of 
trustees of the Kansas City Conserva- 
tory of Music. He had taken part in a 
humorous skit in which he played “Ah 
Sweet Mystery of Life” on the violin 
when he suddenly collapsed, and he 
was dead by the time his personal phy- 
sician arrived. During the day he had 
remarked he had never been so busy 
and he was eager!y looking forward to 
his birthday Tuesday. 





W. T. Grant 


Officers of the company and his 
many friends were planning birthday 
celebrations for him, and company 
field men had just completed an ali- 
time sales record in honor of his birth- 
day month. 

Mr. Grant started what was one of 
the most distinguished insurance ca- 
reers in 1902 with the National Life of 
U. S. A. at Denver. He became state 
manager at Butte, Mont., in 1903, 
agency manager at Kansas City in 
1904 and at Pittsburgh in 1905, return- 
ing to Kansas City in the same capacity 
in 1906. In 1909 he organized Business 
Men’s Accident Assn., and served as 
its secretary until 1920 when the com- 
pany was reorganized as a stock com- 
pany and began also to write life in- 
surance. He served as president until 
1945 when he was named chairman. 

Few men made as deep or lasting an 
impression on insurance activities of 
the country as had Mr. Grant. He fol- 
lowed every trend and innovation as- 
siduously, and his reaction to current 
matters always attracted widespread 
attention. Because of the timeliness of 
his comments, the inclusion of his name 
as a speaker in insurance meeting pro- 
grams was enough to insure a large 
and attentive audience. He made an es- 
pecially well-received address last 
October before the annual meeting of 
American Life Convention in Chicago. 

@ a e 

Mr. Grant for many years was a pil- 
lar in affairs in which the industry 
acted in concert. He was a past presi- 
dent of American Life Convention, A 
&H Underwriters Conference and In- 
ternational Claim Assn. He served as 

(CONTINUED ON PAGE 20) 


Executive Editor Named N. Y. Collides with 





By HOWARD J. BURRIDGE 

Robert B. Mitchell has been appoint- 
ed executive editor of THE NATIONAL 
UNDERWRITER LIFE 
INSURANCE EDI- 
TION. He has been 
a member of its 
editorial staff 
since 1930, and its 
editor for the past 
four years. In his 
new and more im- 
portant capacity, 
Mr. Mitchell will 
continue most of 
his former duties 
and assume com- 
plete managerial 
and supervisory responsibility for the 
editorial operations. He will continue 
to make his headquarters in New York. 

Arrangements looking toward Mr. 
Mitchell’s promotion have been devel- 
oping during the past year. A realloca- 
tion of news handling has been per- 
fected. News from the New England, 
Middle Atlantic, southern and south- 
eastern states is processed in the New 
York office. That from the middle 
west, southwest, Rocky Mountain and 
Pacific Coast areas is handled in Chi- 
cago as before. THE NATIONAL UNDER- 
WRITER is made up and printed in 
Chicago where an adequate and ex- 
perienced staff is maintained, but the 
over-all editorial responsibility is with 
Mr. Mitchell in New York. This divi- 
sion of editorial activities has proven 
most effective. 


_— * S| 





Robert B. Mitchell 


“Bob” Mitchell has been reporting, 
commenting, and editorializing upon 
life insurance events and developments 
for nearly 25 years. He is a daily 
newspaper man_ turned _ insurance 
journalist. As a writer he is interpre- 
tive, critical and understanding in ad- 
dition to being an ace reporter with an 
all-seeing eye. He is perhaps at his 
best when producing editorials. His are 
always flavorful, pungent and full of 
sound sense. His close familiarity with 
the whole range of life insurance activ- 
ities gives a note of authority to ev- 
erything he writes. 

Mr. Mitchell’s coverage of the 
Temporary National Economic Com- 
mittee investigation hearings in the 
late 1930s was distinguished and per- 
ceptive. It established him as a know- 
ing and authoritative commentator. For 
many years he has been a regular at- 
tendant at the annual gatherings of 
National Assn. of Life Underwriters, 
American Life Convention, Institute of 
Life Insurance, Society of Actuaries, 
and other important life meetings. 

After graduating from Williams Col- 
lege in 1925, Mr. Mitchell was a re- 
porter on the Troy, N. Y., Record and 
the Times-Picayune of New Orleans 
for several years. In 1930 he became 
associate editor of THE NATIONAL UN- 
DERWRITER in New York. In 1947 he 
went to Chicago as managing editor of 


the Life Insurance Edition and was ad-’ 


vanced to editor in 1950. He returned 
to New York in that capacity in 1951. 








Earl T. De Moe Elected 
President of B.A.R.E. 


Earl T. DeMoe has been elected 
president of Benefit Assn. of Railway 
Employes to succeed Arthur J. Linds- 
ley who retired. A son of one of the 
association’s founders who was its first 
vice-president and general counsel, 
Mr. DeMoe went with the company in 
1928. He has been sales director for 
several years and was one of the moti- 
vating forces in the association’s entry 
into the group field. 

Benefit Assn. of Railway Employes, 
founded in 1913 to provide A & H 
insurance for railroad employes, is 
one of the leading writers of industrial 
group, including a full payment group 
hospital plan, and now writes all 
standard forms of individual life in- 
surance as well as A & H and hospi- 
talization insurance. This year the 
association entered the commercial 
field to provide its insurance service 
for individuals and families generally. 


November Best Sales Month 


for North American, Chicago 


North American Life of Chicago reg- 
istered its largest production month in 
November, written life business total- 
ing $4,500,000. This does not include 
group life or A&H business. Last month 
was the first in which company pro- 
duction exceeded the $4 million mark. 

Helping to establish the mark was a 
production contest in honor of Charles 
G. Ashbrook, executive vice-president. 
During the contest, which ran from 
Oct. 15 to Nov. 30, production exceeded 
$7 million, not including group or A&H. 
Top agent was A. M. Chier, Milwaukee. 





General Gain in Life 
Company Stock Prices 


Seventeen of the 19 most actively 
traded life company stocks for which 
figures are compiled by Shelby Cullom 
Davis & Co., New York City insurance 
stock and municipal bond specialists, 
showed increases in asked price. Be- 
low are the bid and asked prices as of 
close of business Dec. 1, together with 
the changes in “asked price” since Nov. 
3, the latest date for which THE Na- 
TIONAL UNDERWRITER printed these 
stock figures. 













Asked 

Bid Asked Changes 
Aetna Life oes 151 155 21 
Colonial  .......cccscceeee 85 90 4 
Columbian Nat. ......... 85 90 Div. 
Connecticut General 405 415 60 
Continental Assur. 98 102 17 
Pi 1 Seen 74 76 1 
Great Southern . 78 85 2 
Cop 50 oa 25% 26% 0 
Jefferson Standard we «= 82 3 
Kansas City Life .. 940 0 10 
Life & Casualty .... 26% 27% 3% 
Life of Virginia 91 95 6 
Lincoln Nat.._....... 308 313 18 
Monumental _ o..ccccscsssseseees 80 84 4 
National L. & A. 73 75 5 
Northwestern Nat. 56 60 3 
Southland Life .......... 137 144 6 
Southwestern Life 130 137 5 
FI siceciecctassissentseninnss 1,700 1,750 325 
Equitable Society to Pay 
Record 1955 Dividend 


Equitable Society will pay a record 
$66 million in 1955 dividends on ordi- 
nary and annuity policies. This is a 
10% increase over 1954. 


e Capital stock of Union National Life 
of Nebraska has been increased from 
$300,000 to $400,000 by a stock divi- 
dend. 


58th Year, No. 49 
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Other States on 
Blanks Instructions 


Debate on “Tontine” Policy 
Control also Adds Color 
to Commissioners’ Meeting 


By ROBERT B. MITCHELL 

NEW YORK—At an otherwise fairly 
routine meeting of the National Assn. 
of Insurance Commissioners, the life 
insurance business was responsible for 
the only perceptible touches of drama. 

One of these was the collision be- 
tween the New York department and 
the rest of the blanks committee over 
the New York department’s efforts to 
implement its new law governing uni- 
form allocating and reporting of ex- 
penses and income. The other, which 
occurred at the law and legislation 
committee meeting, was the acrimon- 
ious exchange between representatives 
of National Assn. of Life Under- 
writers and executives of companies 
that are issuing what NALU calls 
“semi-tontine” policies but which the 
issuers deny are tontine in any respect. 

The controversy which flared up 
at the meeting of the blanks commit- 
tee arises partly out of resentment at 
what some view as New York’s ef- 
forts to act unilaterally on the instruc- 
tions that life companies must follow 
in filling out the annual statement 
blank. 

Besides resentment, a more practi- 
cal concern on the part of non-New 
York representatives on the blanks 
committee is that even if New York’s 
special instructions are limited to 
matters on which the NAIC allows op- 
tional treatment, or is silent or not 
completely specific, the NAIC might 
later want to promulgate instructions 
that would be at variance with those 
of New York. 

That would obviously present com- 
plications, it is contended, since com- 
panies operating in New York would 
already be filling out their blanks as 
required by New York. Thus, the 
NAIC would either have to follow 
along with New York or make the 
companies change again. 

The fireworks were touched off 
when Harold Bittel, actuary of the 
New Jersey department, moved the 
adoption of the report of the subcom- 
mittee on life-blank instructions, of 
which he is chairman. Deputy Super- 
intendent Straub of New York oppos- 
ed the report’s adoption, charging that 
the report had been deliberately 
framed to create conflict with provi- 
sions of New York’s regulation 33, 
which contains New York’s special 
instructions. 

The department permitted suspen- 
sion for one year of any item found 
to be in conflict with NAIC instruc- 
tions. The subcommittee’s purpose in 
creating conflict was to make sure 
that if there were any areas other 
departments didn’t want preempted 

(CONTINUED ON PAGE 19) 
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Investment Men Fear 
Life Company Corner 
on Variable Annuities 


The variable annuity, if legalized for 
issuance by life companies, “carries a 
very distinct threat, not only to the in- 
vestment company industry, but to the 
entire investment banking business,” 
the investment companies committee of 
Investment Bankers Assn. of America 
told the association’s convention at 
Hollywood, Fla. 

If life companies are given sole right 
to sell stock-secured annuities, invest- 
ment companies would suffer a tax 
disadvantage that would crowd them 
out of the field. If bills similar to the 
one vetoed by Gov. Dewey of New 
York, which would have set up a cor- 
poration offering variable annuities 
to the general public on the college 
retirement equities fund plan, were 
enacted, investment companies might 
have to become insurance companies 
themselves, the committee said. 

The tax advantage that would be 
seized by the life companies, in this 
case, it was said, would come about 
through the character of the income 
earned on annuity premium payments, 
which would be reinvestable tax-free 
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during the life of the contract. The sale 
of annuities would be subject to regu- 
lation only under the insurance laws, 
and would thereby not be responsible 
to federal and state laws governing 
registration and sale of securities. 

The report was submitted by Robert 
L. Osgood of Vance, Sanders & Co., 
mutual fund of Boston. 

Apparently the Osgood committee 
did not express concern over another 
advantage of a CREF-type plan, which 
is that the annuity principle makes it 
possible to provide an income through- 
out the annuitant’s life, which would 
not be possible with the mutual fund 
plan. 


L. A. Claim Men Elect 


Los Angeles Life & Accident Claims 
Assn. has elected Richard Protsman, 
Lumbermens Mutual Casualty, as 
president; Leon Levy, Equitable Socie- 
ty, vice-president; Robert B. Busman, 
Occidental Life, secretary, and John 
W. McCombs, Massachusetts Indemni- 
ty, treasurer. 

A talk was given on psychosomatic 
illnesses by Dr. John B. Doyle. 








Add 2 to Manufacturers Board 

J. Maitland Macintosh and George 
L. Holmes have been elected directors 
of Manufacturers Life of Canada. Mr. 
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Macintosh, who will be a policyhold- 
ers’ director, is president of General 
Accident Assurance, Scottish Cana- 
dian Assurance, vice-president of 
Chartered Trust and a director of 
other corporations. 

Mr. Holmes, to be a shareholders’ 
director, joined Manufacturers Life in 
1919, became actuary in 1935 and vice- 
president in 1952. 


NALU Brochure Stresses 
Social Security Dangers 


The grave financial and social dan- 
gers inherent in the continued over- 
expansion of the federal old age and 
survivors benefit program are pointed 
out in a 6-page brochure published by 
National Assn. of Life Underwriters. 
President Robert L. Walker and 
NALU’s social security committee 
chairman, Albert C. Adams of John 
Hancock, said the brochure marks the 
first step in NALU’s campaign to alert 
its membership, the public, the admin- 
istration in Washington and Congress 
to the pressing need for keeping the 
OASI program on a sound “minimum 
needs” basis. The brochure contains 
reprints of two editorials by NALU’s 
managing director, Lester O. Schriver, 
which appeared in recent issues of 
Life Association News, the organiza- 
tion’s official publication, and a re- 
print of Illinois Congressman Mason’s 
extension of remarks in the July 8 
Congressional Record, in which he 
quoted the full statement of Mr. Adams 
on the social security bill to the senate 
finance committee. 

The brochure will first be sent to the 
president of each NALU state and local 
association with a request that it be 
brought to the attention of all con- 
gressmen before they return to Wash- 
ington in January. Later it will be 
generally distributed. 








First National Life Starts 


as New Michigan Insurer 


First National Life, a new Detroit in- 
surer, has received its certificate of au- 
thority. It is starting with paid in cap- 


NAICUrgedto 
Conduct Another 
A&H Survey 


NEW YORK—Commissioner Martiy 
of Louisiana, chairman of the Nation. 
al Assn. of Insurance Commissioney 
A&H committee, asked the NAIC ty 
get behind a tougher program of A&H 
regulatory legislation, including his 
pet provision for an approval period 
during which the buyer could reaqg 
his policy and reject it if he didn‘ 
like it. Speaking at the meeting of his 
committee, Mr. Martin also urged that 
another survey on A&H customer com. 
plaints be conducted next March and 
April, with the hope that it would 
bring in the 14 states that didn’t par. 
ticipate in the one last January and 
February because their records were 
not kept in such a way as to make it 
feasible. Self-policing and codes of 
ethics can do much, he conceded, but 
said additional laws are needed so that 
the few insurers that “neither recog. 
ize nor want to follow codes of ethics 
can be coped with.” 


Industry representatives took issue 
with Mr. Martin’s request for addi- 
tional legislation, contending that there 
is ample power under present laws to 
cope with recalcitrants. Moreover, re- 
liance on present powers would ob- 
viate delay. B. M. Anderson, vice- 
president and counsel of Connecticut 
General, who is chairman of the in- 
dustry subcommittee on regulation and 
self-regulation, urged the commis- 
sioners not to be stampeded by recent 
unfavorable publicity on A&H, which 
he said was not warranted by the facts, 
He said NAIC has been right on the 
job and has no need to apologize for 
its handling of problems which others 
are suddenly discovering. Commission- 
er Cravey of Georgia, warned against 
letting the FTC or any other federal 
agency get a foothold in the regulation 
of insurance. 





ital of $300,000, made of $10 par shares, 
and surplus of $75,000. Ordinary and 
industrial life will be written as well 
as A&H. 

Carleton C. Patterson is president, 
L. L. Williams executive vice-presi- 
dent, Bernard Lieberman vice-presi- 
dent, L. A. Smith secretary and L. H. 
Schimmel treasurer. Alvin Borchart & 
Co. is the consulting actuary. 


Superintendent Bohlinger of New 
York reported for the federal liaison 
committee as vice-chairman. It held 
its meeting jointly with the A&H com- 
mittee. He said the FTC strategy ap- 
peared to be to pick companies, in the 
first 17 complaints, that would present 
situations representative of each type 
of operation—single-state, multi-state, 
etc. 
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i why 58-year-old FIDELITY LIFE is 
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For information on sales opportuni- 
ties write: Attention Sales Depart- 
ment. No obligation. 





Vesser Contest Spurs Record 


In a General American Life cam- 
paign honoring Frank Vesser, ordinary 
vice-president, fieldmen set new pro- 
duction records for both life and A&H, 
bettering the previous high’set last fall 
by 17%. Reports indicated that 96.4% 
of campaign business handled and de- 
} TE wg as Sa deal , livered was paid for, with only 3.6% 
i : - returned not taken. 


Name Chesnutt in IIl. 


Philadelphia Life has appointed 
John H. Chesnutt general agent in 
Sycamore, Ill. He formerly has been 
with Metropolitan and Farm Bureau. 
He has been in insurance since 1936. 








Johnson to Ohio State Life Board 

Derrol R. Johnson, vice-president 
and treasurer of Bancohio Corp., Co- 
lumbus, has been elected a director of 
Ohio State Life. Bancohio is comprised 
of 21 commercial banks in Ohio. 





Gross to Pittsburgh tor Acacia 

Acacia Mutual has appointed Robert 
L. Gross manager at Pittsburgh, suc- 
ceeding Jack Gleason, who has been 
transferred to Detroit. Mr. Gross en- 
tered the business in 1948 and most 
recently was with Columbus Mutual 
at Pittsburgh. 





Quiz New CLUs on Exam Methods 

CLU aspirants who passed their last 
examinations this year are being asked 
how they did it. American College has 
sent each a 10-question survey and 1s 
tabulating the results with a view to 
helping thousands now studying for 
more exams next June. Results will 
be announced when tabulation is com- 
pleted. 





Phila. Life Continues Growth 
Philadelphia Life surpassed its 10% 
growth pattern goal in October for 
_ the 31st consecutive month. New paid 
‘business increased 21.7%. For the year 
' to date, new business is up 14%. 


A Mutual Legal Reserve Company 


Home Office: FULTON, ILLINOIS 








To Orient Mich. Dept. Employes 
The Michigan insurance department 

on Dec. 14 will have an “orientation 

institute” to instruct new employes in 


general operations. 


e Construction has begun on a $1,500,- 
000 restaurant building as an addition- 
al section of Metropolitan’s Parklabrea 
housing project in Los Angeles. 
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Say Proposed LUTC Course Invades Area 
Serviced by A&H Agents Association 


Opposition to Life Underwriters 
Training Council’s plan to develop a 
separate A&H course, on the grounds 
that such a move would weaken the 
International Assn. of A&H Under- 
writers and lower its prestige in the 
eyes of agents, was expressed in a 
special statement to THE NATIONAL 
UNDERWRITER by R. L. McMilion, Busi- 
ness Men’s Assurance, Abilene, Tex., 
newly-appointed chairman of the dis- 
ability insurance committee of Nation- 
al Assn. of Life Underwriters. 

In a statement calling on LUTC to 
go no further with the project until it 
had consulted more closely with IAA- 
HU, Mr. McMillon, who is also active 
in LKAAHU affairs, declared that it is 
the International which has had and 
should retain the initiative in promot- 
ing A&H educational processes. 

Mr. McMillon’s opposition was to a 
plan announced two weeks ago under 
which LUTC intends to conduct a se- 
ries of pilot classes in the sale of per- 
sonal A&H beginning next February. 
The plan calls for a 10-15 week course 


including 2% hour, weekly, on-the-job 
classes with texts, cases, projects, and 
examinations. Since 1951 the Interna- 
tional has been offering the disability 
insurance sales course, togetker with 
text material, to be administered on a 
short-course (three to four-day) basis 
or in weekly classes such as proposed 
by LUTC. Joint sponsorship of DISC 
by life and A&H local associations has 
been urged both by the International 
and by NALU’s disability insurance 
committee. 

On the other hand, E. H. Magnuson, 
assistant vice-president, Federal Life 
& Casualty, chairman of the DISC 
committee of IAAHU, declared that he 
believes that the proposed LUTC 
course “will form an excellent ad- 
junct to or running mate with the 
DISC of the International.” Mr. Mag- 
nuson’s opinion was expressed prior 
to the McMillon statement. 

At the same time, W. E. North, man- 
ager, New York Life, Evanston, II1., 
past chairman of the disability com- 
mittee of NALU, expressed the opin- 













tinuous 


FOUNDED IN 
1867 IN 
OES MOINES 


is the Company's monthly 
magazine, bringing news, in- 
struction, information and 
motivation to its field as- 
sociates. It has been hon- 
ored by awards from the 
, Life Advertisers Associa- 
tion, the Freedoms Founda- 
tion, and the International 
Council of Industrial Editors. 
Now in its 41st year of con- 


EQUIOWA is a vital factor 
in the maintenance of close 
relationships between Field 
and Home Office. 
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ion that LUTC should prepare “as a 
minor part of their course, two or 
three assignments having to do with 
A&H” and that “these assignments 
should be introductory to DISC and in 
no way be competition with it.” 

“I continue to believe that the DISC 
program should be jointly sponsored 
by NALU and IJAAHU groups,” Mr. 
North declared. As chairman of the 
NALU committee, Mr. North strongly 
advocated this joint sponsorship. 

However, the report is that IAAHU 
officials laid plans for joint sponsor- 
ship before LUTC as long as a year 
ago and were told, at that time, that 
LUTC had no interest in an A&H 
course. 

That DISC has its weaknesses, 
“principally lack of capital and pro- 
motion,” was admitted by John Gallo- 
way, general agent, Provident L&A, 
Birmingham, a _ past president of 
IAAHU and a member of past NALU 
disability insurance committees. Mr. 
Galloway expressed the opinion that 
“It will take LUTC several years to 
get going on A&H. Meanwhile, agents 
need training. DISC is the best avail- 
able. It has experience and age.” 

Full text of Mr. McMillon’s state- 
ment follows: 

“Since I am an LUTC instructor and 
a member of and active in both NALU 
and IAAHU, I feel that I might pre- 
sent an unbiased opinion on LUTC’s 
proposal to conduct classes in the sale 
of personal A&H insurance. 

“From the information I now have, 
I am basically opposed to the proposal 
on the premise that it will tend to 
weaken the strength of IAAHU. There 
are many salesmen who write A&H 
only and who cast their eyes toward 

(CONTINUED ON PAGE 13) 


New Major Medical 
Guaranteed Renewable 
for Life: No Coinsurance 


Guardian Life has developed a major 
medical policy that is guaranteed re. 
newable for the lifetime of insureg 
and spouse and has a no-coinsurange 
clause on covered expenses above q 
$250 minimum deductible. It provides 
benefits of $7,500 above the deductible 
for each covered person for each sick. 
ness or injury, except that after age 
65 the total benefit limit is $7,500 for 
each covered person. It will be issueg 
in most states starting Jan. 1 

The deductible ranges from the min. 
imum for incomes up to $10,000 toa 
maximum of $1,000 in the top income 
class. Income in the year preceding 
the date of claim will determine the 
amount of the deductible. 

There are three limitations: A max. 
imum of $1,000 for any one surgical 
operation, maximum of $25 per day for 
hospital room and board, and max. 
imum of 75% of private nursing fees, 
There are no inside limits on othe 
covered charges such as_ physicians 
fees (non-surgical) and miscellaneous 
hospital services. 

The policy is available on an in- 
dividual or family basis. Premiums for 
families are the same whether or not 
there are children. The number of chil- 
dren is not a factor. Children born 
after the policy is issued are covered 
automatically from birth with no in- 
crease in premium. 

Premiums may be paid annually, 
semi-annually, quarterly or monthly, 
Any change in premiums must apply 
to an entire class of policies, not to 
an individual alone. 











II 


A WELL-BALANCED COMPANY 


Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 


This policy, written $15,000 minimum, carries a very 
low cost with low premiums, substantial 
dividends and high cash values. 


It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 
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FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
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Discount for Size 
in All Policies-Is 
Itin the Cards? 


Some Feel That Lowering 
Rates for Larger Units Poses 


Dilemma for N. Y. Dept. 

NEW YORK—Will the final out- 
come of the New York department’s 
recent conference on “special” policies 
pe to introduce the factor of size in 
fixing all premium rates or dividends? 

That is the question that is being 
asked here among life company people 
who are following closely the entire 
“cheaper-by-the-dozen” situation in 
the marketing of life insurance. It was 
a lively topic of conversation among 
life people at the National Assn. of In- 
surance Commissioners meeting here 
this week. 

One executive contends that the 
New York department faces something 
of a dilemma as to its course in re- 
spect to approving “special” policies 
under the rule adopted in 1909. That 
rule was conditioned on policies having 
super-select underwriting, reduced 
commissions, and a larger minimum 
size than the general run of policies. 
This executive pointed out that if the 
factor of size alone, without reference 
to underwriting or commission, is 
really a legitimate basis for lower 
rates or higher dividends, then the 
anti-discrimination statute would vir- 


tually force the New York department — 


to insist on size of policy being re- 
flected in costs to policyholders. 
There are those in the New York de- 


partment who feel that the green light .~ 
the department has given in the past ~ 


to some special policies has been in- 
consistent with the 1909 rule, because 
the factors of reduced commission and 


super-select underwriting were either : 
lacking or were not present in any ° 


material way. 

An approach to the size problem 
which is said to be viewed by the de- 
partment as sound is the one advanced 
by William Anderson, vice-president 
and managing director of North Amer- 
ican Life of Toronto, at the conference 
on special policies. This is the charg- 
ing of an annual “policy fee” through- 
out the life of the policy to reflect the 
fact that the expense of handling a 
policy is pretty much the same re- 
gardless of size. 

Some company executives, however, 
point to practical complications in the 
policy-fee plan, the most serious of 
which is perhaps the wide difference 
in size of fee that would be indicated 
for different companies. 

Another objection is the extent to 
which actuaries would have to get into 
the cost-accounting phase of the busi- 
ness. 

One viewpoint is that the pricing of 
life insurance policies is in the throes 
of evolving from a two-factor basis to 
one involving three factors. The two 
factors traditionally used are the ap- 
plicant’s chances of survival, as meas- 
ured by his age, physical condition, 
environment, etc.; and the plan on 
which the insurance is to be issued. 
The third factor, of course, is size of 
Policy. 


3rd N. Y. Allocation Report Out 

The third of a series of reports by 
New York department on methods 
used by life companies in allocating 
Income and expenses has been pub- 
lished. Prepared by Deputy Superin- 





tendent Straub, it analyzes meth- 
ods followed by insurers and pre- 
sents conclusions drawn from the de- 
partment’s study which resulted in 
regulation 33, “Reporting and Allo- 
cating of Income and Expenses of 
Life Insurers’. Copies may be obtained 
from New York insurance department, 
61 Broadway, New York, N. Y. Cost 
of the third report is $1.25, the second 
$1.50. 





A. & H. Insurance Managers Assn. of 
San Francisco will hold its Christmas 
party Dec. 8. 


Institute Meet 
to Stress Changes 


Institute of Life Insurance will have 
its annual meeting Dec. 7 in New York 
City. The theme of the program is 
business leadership in a _ changing 


social and economic environment. Most 
of the morning program will be de- 
voted to a discussion on the theme 
from various viewpoints. Paul F. Clark, 
chairman, will preside. He is president 
of John Hancock. 

Beginning the program will be the 


showing of a new film on heart disease 
research, “A Matter of Time,” pre- 
pared for Life Insurance Medical Re- 
search Fund. Speakers will be August 
Heckscher, chief editorial writer of 
New York Herald Tribune on the 
changing environment as seen from 
the editor’s chair; Kirk Fox, editor 
of Sucessful Farming, on widening 
horizons for farmers; W. Howard 
Chase of Selvage, Lee & Chase, on 
gearing business to changing public 
desires; and Holgar J. Johnson, presi- 
dent of the institute. 





UNIVAC...Changing the Course of Business History! 


First so-called “giant brain” on the mar- 
ket—first in large-scale production —first 
electronic computing system to satisfy 
the diverse. needs of business—the 
Remington Rand Univac now places 
the wonders of electronic computing in 
the hands of American management. 
Yesterday's dream of automatic office 
procedures has become an accomplished 
fact today! 

Dramatic savings are being made 
every day with Univac: in one instance, 


it took just 21 minutes to perform a 
computation which would otherwise 
have required 250 man-hours and seven 
machine-weeks. Also, Univac is the only 
computing system with exclusive self- 
checking features which ensure com- 
plete reliability and accuracy, automati- 
cally handling alphabetic and numeric 
data with equal ease. 

It’s no wonder that the list of Univac 
users reads like the “bluebook” of 
American industry! Far-sighted manage- 


ment has been quick to capitalize on the 
speed and accuracy of the Univac Sys- 
tem to turn out payrolls, control inven- 
tories, prepare premium notices, and for 
its myriad other uses. 

And your company too—large or small 
—may well profit from Univac—if not 
through purchase, then through lease of 
equipment or use of our Computing 
Center services. For further information, 
write on your business letterhead to 
Room 2239, Remington Rand Inc. 


e 
ELECTRONIC COMPUTER DEPARTMENT Memington. Mkeamadll 3\5 :ourt avenve, NEW YORK 10, N.Y. 
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Detroit Meeting 


American Assn. of University Teach- 
ers of Insurance will hold all the ses- 
sions of its annual convention at the 
Sheraton Cadillac hotel in Detroit on 
Dec. 28. As usual, the meeting will be 
held in connection with American 
Economic Assn. and related organiza- 
tions. Prof. H. H. Irwin, Wayne Uni- 
versity, vice-president of the associa- 
tion, is in charge of the program. 

The program will follow the usual 
pattern of a session on teaching prob- 
lems and one on a general insurance 
topic. Prof. C. C. Center, University of 
Wisconsin, will be moderator of a 
symposium on requirements for insur- 
ance majors and teaching insurance at 
an advanced level, with Profs. H. J. 
Loman, University of Pennsylvania, 
and J. E. Hedges, Indiana University, 
as participants. The afternoon discus- 
sion will be on the future of the auto- 
mobile business, with Prof. C. A. Kulp, 

° ee University of Pennsylvania, in the 
life underwriting. chair and J. M. Cahill, New York, sec- 

retary National Bureau of Casualty 

Underwriters, A. E. Spottke, Chicago, 
vice-president Allstate, and H. W. 
Yount, Boston, vice-president Liberty 
G ' Mutual, taking part. E. M. Thore, New 
R E AT oO Uu T H E R N York, general counsel Life Insurance 


Assn. of America, will be the luncheon 
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Lite lInsuran Ce bd Op any speaker. The annual business meeting 
will follow the afternoon session. 
Founded 1909 The various associations which are 


Home Office - Houston, Texas meeting in Detroit at that time will 
jointly sponsor an employment office 


in the Statler hotel. 


Survey Shows Sharp 
Fringe Benefit Rise 











At the annual conference in New 
York City of Council of Employe Ben- 
efit Plans, Fred D. Lindsey, statisti- 
cian of U. S. Chamber of Commerce, 
outlined the results of the chamber 
survey of 1953 fringe benefits of 940 
companies. 

The employers’ paid 1.3% of payroll 
for old age and survivors insurance, 
somewhat less than the 1.5% legal 
rate since many of the 940 companies 
reported average earnings higher than 
the $3,600 taxed. Workmen’s compen- 
sation payments were .7% and railroad 
retirement, railroad unemployment 
and state cash sickness insurance taxes 


you can be certain that totaled .1%. This is rather low, as 

r ects ain railroads and other transportation in- 
your P ed od g dustries were not covered in the 
itcMiilela <ccmecloh ache survey. 


Pensions were 3.8% of payrolls, or 
$142.81 per year per employe, and life, 
A&H and other insurance payments 
were 1.8% of payrolls, or $67.73 per 

year per employe. These figures are 
Motvel Trust hes boon @ LOW NET CosTs perhaps twice the national average, as 
soundly and economically  @ FLEXIBLE SETTLEMENT OPTIONS A eee eerered pene nage of 
managed for the benefit @ NET LEVEL PREMIUM RESERVES and insurance plans. Total fringe ben- 
of its policyholders on a efits for employes of the 940 eompanies 
purely mutual basis dur- @ A STRONG SURPLUS were 19.2% of payroll, or $720 per 
employe per year. 

Insurance companies were second 
only to banks, in percentage and 
amount of fringe benefits given by 
non-manufacturing industries. Ben- 
efits given by insurance companies 
were 22.8% of payrolls, or $706 per 
@ employe per year. 
ids iin tess Ae Nl army ee In the past six years, pensions, life 
Mass.. Men. Mich, Mint. oe Wi 1 iM insurance, A&H insurance and other 
N. H., N. J., N. ¥., N. D., ‘ b MW agreed-upon benefits have increased 
Ohio, Pa., R. |., Vt, Wash., from 4.4% of payrolls in 1947, or 
Wie. LIFE INSURANCE CO. $122.14 to 6.6% of payrolls in 1953 or 

cage $293.37 (employer’s share only.). 
135 South LaSalle St.,Chicag In addition to reporting on the 1953 
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PROFITABLE FIELD OPPORTUNITIES AVAILABLE 


qeenrel-aqunsy: force Write to the Agency Secretary 


operating in a stable 


territory. 


3% of wages and salaries, or $6 billion, 
Total fringe benefits in 1953 for ay 
U. S. companies are estimated to be 
$32 billion. 

In 1929, pensions, A&H and other 
agreed-upon benefits were .4% of 
wages and salaries, or $200 million. Ip 
1953 they were 3.3 %, or $6.5 billion, 
In 1980 they may be 7.5%, or $24 bil. 
lion. 

Fringe benefits present a danger to 
U. S. business in that their cost is rel. 
atively inflexible, Mr. Lindsey said, 
Before inaugurating a new fringe ben. 
efit program, the possible ramifica. 
tions and growth should be carefully 
considered. While these benefits wil] 
continue to increase, every effort 
should be made to keep the growth 
orderly. 


Midland Mutual Field Chiefs Meet 

The general agents executive com- 
mittee of Midland Mutual Life held 
its semi-annual meeting at Columbus, 
O. On hand to discuss plans and pro- 
grams with company officials were 
Hanford Bergman, Toledo; George W. 
Klingensmith, Pittsburgh; Lloyd T: 
Stillson, Youngstown, O.; Harold 0; 
Tice, Columbus, O., and Sam Van El- 
gort, Beverly Hills, Cal. 


see 
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a , 4 









a LUTHERAN BROTHERHOOD now has better 
os thon HALF A BILLION DOLLARS 
worth of life insurance in force! 3 
Much of LUTHERAN SE Ee & 
SROTHERHOOD'S 3 : 





cemarkable growth 
as a fraternal Society 
can be traced to the 
loyal, persistent ef- 
fort of its representa- 
tives. These men are 
members of the 
Pye gels oe ’ 
each of whom sol 

more than half a WORMAN 6. STORDAML WAROLD 2. ERSUD 
miltion dollars worth Sioux Falls, South Dakota © Sioux Falls, South Oateta 
A * ieeurance dure 1953 production 1953 . 
ing L 


During the first ten months of 1954, the 
Lutheran Brotherhood Sales Force produced 
$76,218,972.00 
of new life insurance, issued and paid for. 
This is a 17.10% Increase over the sales of 
new business for the first ten months of 1953. 
Admitted Assets as of December 31, 1953 
$84,329,974.21 
Life Insurance in force October 31, 1954 
$540,020,370.00 
ff you are Interested in your sales opportunities, write for 

an interesting booklet, “CAREER OPPORTUNITIES.” 
THIS 18 Gout LIFE INSURANCE SOCIETY 





Lutheran Brotherhood 


LEGAL RESERVE LIFE INSURANCE 
CARL 


F. GRANRUD, President 


Soa 608 Second Avenue South « Minnecpolis 2, Minnesota 




















World's Only Recorder of its Kind 
W ALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


lecords noiselessly in or out of closed 
» containing hidden mike while 


briefcase, 
walking, riding, flying. Conferences, lectures, 
Gictation, 2-way phone. Permanent, unalter- 
able, indexed recording at only 3c per hr. 
MILES REPRODUCER CO., INC. 
612 Broadway, N. Y. 3, N. Y- 
Dept. NUL 














MANAGEMENT 
CONSULTANTS 

















O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y: 
Phone — Hollis 4-0942 
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Columbia General Life plans to use country” and the other $5 million for at the first stockholders’ meeting in 


ee ee yin cg Pr $1 million of its stock sales money to the purchase of other life companies, Fort Worth. 


the donor er insured might receive 
the proceeds by inheritance from the 
donee or other owner; and whether a 
general power of appointment in a 
person other than insured operates to 
defeat any reversionary interest, on 
the ground that to the extent that 
there is a reversionary interest, its 
value is zero. 

Because of the importance of the 
new section to life insurance, the two 
organizations filed their statement be- 
fore the issuance of proposed regula- AMERICA’S No. 1 PLAN 
tions. 

-The internal revenue service has 
announced it has now made sufficient 
progress in the preparation of regula- 
tions to be able to provide an improved 
service in the issuance of rulings to 
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William H. Sanner, vice-president 
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lectures, and agency director of United Ameri- 

hate > Lite p! Seaer, hae read. Gi CONTINENTAL CASUALTY COMPANY fA Associated with 

INC. bert S. Keeley, assistant agency direc- General Office: Chicago sy) Seton Soren Company 
Ee tor, now will head the agency depart- Established in 1897 \UUp s00 dads eeitane fuss Compony 
—— | ment. Bs Chicago 4, Minois 





land Steel Products Co., Milwaukee, 
has been elected to the board of Old 
— Line Life, succeeding the late August 


r Jahn on Old Line Life Board 
S William A. Jahn, president of In- 





ES J. Luedke. 
‘ts e Mrs. Rita C. Logan has been ap- 
‘es pointed assistant manager of the 


department of the Weghorn agency of 
N. Y: New York City, which she joined in 
ee 1953 after seven years in the business. 
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Seek Law in Wash. to Coast Navigation Firm “Ts 
Examine Welfare Funds Forms Own Group Insurer 
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ACTUARIES 





CALIFORNIA 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 





IND. & NEB ~~ A 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAICHT, Presiden 


Indianapolis - Omaha 




















RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 








GA. VA.-N.Y. 








BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 


Atlanta © Richmond «+ New York 











ILLINOIS 
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The 1955 Washington legislature will 
be asked to give the insurance depart- 
ment broad powers to regulate union 
health and welfare funds. Washington 
state federation of labor officials and 
employer representatives, principally 
in the construction industry, are taking 
the initiative in drafting the proposed 
legislation. 

The proposed bills would give Com- 
missioner Sullivan the same authority 
to examine the funds periodically as 
he now has to investigate insurance 
companies. Welfare fund officials 
would be required to file annual finan- 
cial statements as public records. 





Central Standard Names 


John R. Paine Controller 


John R. Paine has been appointed 
controller of Central Standard Life. He 
started in insurance with State Mutual 
Life in 1946 and at the time of going 
with Central Standard was manager of 
cost and budget department. Earlier he 
was in the accounting division with 
Worcester Street Railway and Graton 
& Knight Manufacturing Co. 

Robert Heltman has been advanced 
to assistant secretary. He joined the 
company in 1951 after 21 years with 
the home office of Standard Life. 





McFadden, Pannell New 
Republic National Managers 


Republic National Life has appointed 
as managers Robert R. McFadden at 
Streator, Ill., and Guyn M. Pannell at 
Abilene, Tex. Mr. McFadden replaces 
Charles Reinecke, the company’s old- 
est manager in years of service, and 
Mr. Pannell succeeds Roy M. Kunkel, 
who is moving to another city for 
health reasons. 


Mr. McFadden joined the company 
in 1950 and has completed the Purdue 
course. Mr. Pannell has been with Re- 
public National at Abilene since 1947. 

Mr. Reinecke, who joined Alliance 
Life of Ilinois 20 years ago, went with 
Republic National when it purchased 
the former company. He will remain 
with Republic National as a personal 
producer. 


Liberty Life Makes 
Several Changes 


Liberty Life has made several ap- 
pointments in its agency organization. 
In the combination division H. . 
Shealy was named manager at Ches- 
ter, S.C.; J. D. Walker manager at 
Aiken, S.C.; J. E. Amerson, assistant 
manager at Hartsville, S.C.; L. D. 
Brown, assistant manager at Sumter, 
S.C.; and J. P. Tankersley Jr., assist- 
ant manager at Florence, S.C. In the 
ordinary division W. H. Elder was 
named manager at Charlotte, and John 
Inzaina Jr., associate manager at 
Richmond. 


Mertz a Chicago Manager 


Donald J. Mertz has been promoted 
r to Chicago man- 
ager for Mutual of 
New York. He was 
a training assist- 
ant at the home 
office. He joined 
Mutual Life in 
1947 in Milwaukee 
and was promoted 
to assistant man- 
ager in 1950, hav- 
ing qualified reg- 
ularly for Top 
Club and National 






A new legal reserve life company to 
be principally active in the group life 
and group A & H field is being organ. 
ized by Matson Navigation Co., Sap 
Francisco. Apparently the new insurer, 
as yet unnamed, will be an outgrowth 
of the Matson insurance and claim's 
department, through which, the com. 
pany says, this year “more than $3% 
million in insurance transactions wij] 
move.” 

Matson will invest $4 million in the 
subsidiary, divided equally between 
capital and surplus. This is being done 
by investing $1,400,000 in cash and 
transferring title to the Matson build. 
ing at 215 Market street for 20,000 
shares of capital stock. The building 
has a book value of $2,600,000. 

Reinsurance arrangements are con- 
templated with Monarch Life of 
Massachusetts and the Continental 
companies of Chicago. 

It was expected at the organizational] 
meeting late in November that H. B, 
Perrin, vice-president and secretary 
of Matson Co., would be named presi- 
dent. Melvin Price, manager of Mat- 
son’s insurance and claims department, 
was Slated for vice-president, and Wil- 
liam E. Racine, group manager with 
Continental Casualty, vice-president, 





LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 
strategic key centers 
around the globe. 








SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


* Head Office: Montreal 








Donald J. Mertz Field Club. 
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Many Topics Covered at Society’s Boston Meet 





The wide range of topics covered by 
Society of Actuaries at its annual 
meeting in Boston included consider- 
able discussion of A&S insurance. Part 
of the meeting was reported in a re- 


cent issue. 
The paper by J. T. Phillips of New 


york Life on developing i::dividual 
A&S was discussed by seve’al mem- 
pers from companies new i: this field. 
H. F. Rood explained that Lincoln 
National issues a “package’”’ policy in 
which both accident and sickness loss 
of time benefits are contained in one 
policy. This results in a higher propor- 
tion of policies with sickness benefits 
than the New York Life and also a 
higher average premium. 

J. J. Olsen of Prudential outlined 
the experience of his company in the 
A&S field since 1951. Prudential is- 
sues A&S on non-cancellable forms 
except that the hospital expense pol- 
icles give the company the right to 
change premiums. He pointed out that 
hospital expense insurance created 
an added problem because of the phy- 
sician’s discretion as to whether the 
patient should be treated at home or 
in hospital and the availability of hos- 
pita] beds. Mr. Olsen criticized the use 
of a deductible clause without a sub- 
stantial increase in policy limits. A 
decrease in average premium would 
increase the expense rate and give the 
policyholder less for his money. 


D. J. Lyons of Guardian Life stress- 
ed the need to train life agents to sell 
A&S insurance. He spoke highly of 
the idea of writing hospital business 
on the non-cancellable basis with the 
right to change the premium rates for 
classes of risks. He also noted that 
Guardian’s experience indicates that 
a company can write both commercial 
and non-cancellable policies. 

R. G. Ward of Provident Mutual 
said that his company entered the 
A&S field in 1953 with policies of the 
non-cancellable type. He added that 








while their ratio of A&S policies to 
life policies sold was low, he felt that 
sales campaigns or other promotional 
activities would have increased the 
ratio to near the levels indicated by 
Mr. Phillips. 

E. L. Bartleson of Prudential out- 
lined the training program in selling 
A&S developed by his company. He 
pointed out that many Prudential 
agents collect debits and have little 
familiarity with A&S. Mr. Bartleson af- 
firmed Mr. Phillips’ observation that 
accident and sickness sales will lag aft- 
er the initial surge unless the company 
energetically pushes this business.” 

M. D. Miller of Equiptable Society 
said the only form of individual A&S 
policy which his company offers is 
a major medical expense policy for 
individuals and families with a $500 
deductible amount. The average claim 
payment has been about $500, which, 
said Mr. Miller, “is eloquent testimony 
to the value of this type of coverage.” 

E. C. Berkeley endorsed the prin- 
ciple of reinsuring part of the catas- 
trophe accident hazard as described in 
the paper by E. A. Green of John 
Hancock on concentration of risk. He 
questioned the adequacy of rates 
based on the last 10 years experience 
in North America, referring to volca- 
nic eruptions, typhoons and floods in 
Asia and to the unknown hazards of 
radioactive wastes, as well as atomic 
war and genocide. He favors the for- 


ACTUARIES FOCUS ATTENTION ON A&S 


mation of a committee of the society 
to make a continuing study of catas- 
trophe hazards. 

R. W. Walker, Northwestern Mu- 
tual, discussed Mr. Green’s paper ma- 
thematically and mentioned catastro- 
phic possibilities in areas other than 
mortality—investment losses for ex- 
ample. He stressed the availability of 
surplus for such purposes, and asked 
“is surplus and are these contingency 
reserves so sacrosanct that they can’t 
be touched when the contingencies 
for which they were set up do strike?” 

In opening the discussion on under- 
writing, J. B. Mabon, Sun Life of Ca- 
nada, expressed the view “that all 
will take account of those impairments 
which definitely proved to be stand- 
ard in the recent impairment study.” 
He urged the construction of a mor- 
tality table representing the individual 
company’s own experience and advo- 
cated standard classifications which 
varied by plan and age. Temporary 
extra premiums likewise should be 
adjusted by age. 

B. S. Pauley, Prudential, quoted the 
slight decreases which would result 
in dividend scales from including the 
Prudential’s first substandard class in 
the standard issues but indicated cer- 
tain disadvantages which would fol- 
low. He cited recent revisions in oc- 
cupational manuals which broadened 
the standard classification. 

A. C. Webster, Mutual of New York, 
warned against arbitrary broadening 
of the standard classification as a 
result of competitive pressures. 

Discussing people living outside the 
continental United States and Canada, 
B. T. Holmes, Confederation of Cana- 
da, said that currency is now a major 
problem unless the company is doing 
business actively within the country. 
If the company is licensed in a for- 
eign country it is usually best to do 
business in the local currency and 
make some local investments. Local 
laws are of paramount importance and 
the problems which arise can become 
very acute. Underwriting problems, 
however, become most important to 
a company trying to underwrite in a 

(CONTINUED ON PAGE 18) 





QUALITY 
INSPIRES 
CONFIDENCE 


Quality is the one word that describes the GUARDIAN 
guaranteed renewable disability contracts. 


They are NON-CANCELLABLE by the company 
and GUARANTEED RENEWABLE to age 65... 
they provide for annual dividends, reducing premium 
outlay ... they provide non-aggregate indemnity, do 
not require house confinement, provide lifetime acci- 
dent benefits if disability occurs before age 65... 
benefits are increased 10% if premiums are paid 
annually, 5% if paid semi-annually. 


And the same quality is built into our commercial 
Accident and Health policies and our Hospital Ex- 
pense plans. 


Here are contracts you can offer with confidence. 
Ask your nearest GUARDIAN manager for complete 
information. 


LIFE-ACCIDENT AND HEALTH 


_>  &#GUARDIAN 
js Ge Sruronce Copory OF AMERICA 


FIFTY UNION SQUARE NEW YORK 3,N. Y. 
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ENDURING AS THE 
MOUNTAINS 


YOU'RE SOMEONE SPECIAL 


You assume a special importance at Western Life. For you are a special person, with 
special talents and special needs. We respect our fieldmen as individuals and work 
with them as best fits their individual methods and requirements. 


Whatever your desires—higher commissions, more leisure time, recognition, building 
a secure future—Western has much to offer. You’re someone special so let us write 
a special ticket for you. There is a strong likelihood you will move ahead faster and 
get more satisfaction in doing it. Write us a letter about yourself (in fullest confidence, 
of course). Your manager’s recommendation will help. 


Assets over $59,000,000 © Insurance in Force over $260,000,000 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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*Minnesota 
*Idaho 


*Washington 


*South Dakota 
*Oregon 


*North Dakota 
*Wyoming 


SEASON'S GREETINGS 


*Montana 
*California 


The officers, home office staff and field force of 
the Provident Life Insurance Company extend 
cordial greetings and best wishes of the holiday 


season to all our friends in the life insurance 


business. 


May we always preserve those things which made 
us friends, 


Life-Accident-Health-Hospitall: 


***The Provident Stotes"* 


Bismarck, North Dakota 


The Provident Life Insurance Company 


Joseph Dickman, Vice President 





Annuities-Pension Trust 














INSURANCE 


ASSOCIATION 


OF AMERICA 


For four decades 
’ Life Insurance Association of America 
has engaged in research in the law, 
statistics, and economics of life insurance. 


This research, and practical cooperation 
of LIAA members has saved much 
time, money, and effort .. . to the 
benefit of all in the industry. 





INSURES THE SOUTH ~- SINCE 18691 ¢ 





OVER A BILLION DOLLARS LIFE INSURANCE IN FORCE 





Mass. Mutual Boosts 
Ordinary Dividend 


Scale, Cuts Premiums 

Reduced premiums for ordinary, 
“executive protection,” extra pro- 
tection and family maintenance policies 
written by Mass. Mutual now are in 
effect. The ordinary dividend schedule 
has been revised and the interest rate 
increased from 3% to 3.1% on dividend 
accumulations and funds left under 
modes of settlement, effective Jan. 1. 

The plans for which premiums have 
been reduced represent more than 50% 
of the company’s business. At age 35 
the gross premium is reduced from 
$27.65 to $25.35 per $1,000 and the 
net deposit, using the 20-year average 
of dividends on the 1955 scale, from 
$18.80 to $18.18. 

Lower disability premiums also are 
now in effect. Disability waiver pro- 
visions apply also to term plans, pro- 
viding for automatic conversion to 
ordinary at the end of the conversion 
period if insured is then disabled. 

The interest rate credited to individ- 
ual policy pension trust deposit ad- 
ministration funds held by the com- 
pany will be increased from 2.8% to 
3% on Jan. 1. 

A new 25-year mortgage retirement 
provision calling for 20 years’ pre- 
miums and convertible within 20 years 
is now being issued for periods of 10, 
15, 20 or 25 years. 


O’Connor Urges Agents 
Fight SS Encroachment 


Social security has begun to invade 
the field long considered its own by the 
life insurance business, declared E. H. 
O’Connor, managing director of In- 
surance Economics Society, in a talk 
before life and A&H agents in Hart- 
ford. 

“Insurance men no longer can re- 
main silent while benefits are in- 
creased at an alarming rate, the ulti- 
mate cost of which “will mortgage suc- 
ceeding generations,” Mr. O’Conner 
said. He recalled Congressman Utt’s 
statement following passage of the 1954 
amendments, that “the social security 
tax is fast shaping up to become a 
secondary graduated income tax upon 
wages and salaries, a tax which, when 
its full impact is felt, will shake our 
social security system to its very foun- 
dation.” 

Mr. O’Connor said that the thousands 
and thousands of agents are in an ideal 
position to present to the public the 
dangers of the present social security 
trend. 

Predicting that a health reinsurance 
bill similar to the one rejected by the 
last congress will be reintroduced next 
January, Mr. O’Connor warned the bill 
may be received more favorably, re- 
quiring particularly the constant in- 
terest and opposition of every agent. 
The objectives of this proposal, more 
and better health insurance, already 
are being met by voluntary means, he 
said. A reinsurance bill, no matter how 
strongly financed by government, will 
not make insurable what is otherwise 
an uninsurable risk, he added. 

“If it is the desire of government to 
cover uninsurable risks, let it be done 
by government subsidy and do not de- 
base the name of insurance by calling 
it such,” he concluded. 


Lady Bullfighter Collects Claim 
Miss Pat McCormick, Big Spring, 
Tex., lady bullfighter who now has a 
record of more than 80 bulls killed, 
collected a sizable check from National 
Bankers Life in payment of a recent 
claim. She suffered a serious goring in 
October at Villa Acuna, Mexico, but 


now is out of the hospital and plans 
hg —— bullfighting as soon ag she 
able. 


Cubs Shortstop New Agent 

Ernie Banks, shortstop with the Chi. 
cago Cubs, has been appointed ay 
agent for Golden State Mutual Life 
Dallas. He will transfer to Chicago 
when the baseball season begins. 


Nebraska Actuaries Club Meets 
Nebraska Actuaries Club at a meet. 
ing in Omaha heard Dr. Carl W. Helm. 
stadter of the University of Omah, 
discuss “The Mystery of Money.” 


y 


ny 


HONORED 


Abram L. Geller, Houston, Texas — 
Life Member, Million Dollar Round 
Table, and 3 times Pacific Mutual 
National Production Champion and 
Big Tree Club President, says — 


“In the Pacific Mutual tradition, 
personal achievement is greatly 
dignified. When | first earned the 
Big Tree Club Presidency in 1933, 
| was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
‘First’ in 1953, my 25th Pacific 
Mutual year.” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF 
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Clarion of Expanded 
Service Sounds at 
Metropolitan Rally 


President Frederic W. Ecker and 
Vice-president Cecil J. North of Met- 
ropolitan Life urged a perfection of 
sales and selling skills to meet expan- 
sion of service to more and more peo- 
ple, at the annual field training confer- 
ence at New York City. More than 200 
training personnel from the U. S. and 
Canada met with field officers to plan 
expanded training and educational 

grams. 

Karl H. Kreder, 3rd vice-president 
in charge of the field training division, 
served as chairman, introduced the of- 
ficers and opened the conference. He 
said trainers are concerned with both 
horizontal and vertical expansion, i.e., 
extension of service to more people, 
and a growth in capacity and ability 
‘of management personnel in district 
offices. 

Other company officials who partic- 
ipated included 2nd Vice-presidents 
Reginald R. Lawrence, A. Rogers 
Maynard, Walter S. J. Shepherd and 
Glen J. Spahn; 3rd Vice-presidents 
James S. Burke, Joseph F. Flood and 
Earl R. Trangmar and Superintendents 
of Agencies Emile P. Arnaton, Alex- 
ander Hutchinson and G. Hoyle Wright. 
Also, John J. Gill and Richard R. 
Shinn, assistant vice-presidents; Thom- 
as M. Stokes, administrative assistant, 
and Dr. R. B. Finkle, assistant staff 
supervisor. 

Guest speakers included Dr. Davis 
W. Gregg, president of American Col- 
lege; H. P. Gravengaard, editor of 
Diamond Life Bulletins, and E. H. 
White, director of R&R. 


Walker New Texas Actuary 


Ray A. Walker has been appointed 
actuary of the life division of the Texas 
department suceeding Melvin E. Mar- 
tindale who resigned to go with Ameri- 
can National at St. Louis. Mr. Walker 
was with Illinois Bankers Life for 
eight years, Lincoln Income Life for 
six years and later with Common- 
wealth Life. 


12 Companies Join LAMA 

Twelve new companies have been 
elected to membership in LIAMA, 
bringing the total to 265 companies, 
194 in the United States, 33 in Canada 
and 38 associate members in 17 other 
countries. 

New members are Century Life of 
Fort Worth, Federal Life & Casualty of 
Battle Creek, Michigan Life of De- 
troit, Reliable Life of St. Louis, Secu- 
tity Benefit Life of Topeka, La Soli- 
darite of Quebec, and Southern Life of 





Atlanta. 

New associates are City Mutual Life 
Assurance Society of Sydney, Aus- 
tralia; Folksam of Stockholm, Sweden; 
La Metropolitana Compania Nacional 
de Seguros, S.A. of Havana, Oriental 
Life of Bangkok, Thailand, and Philip- 
pine-American Life of Manila. 


Bureau and Conference 
Plan Joint Group Meet 


Bureau of A & H Underwriters and 
H & A Underwriters Conference will 
hold a joint group meeting at Chicago 
Feb. 7-9. This is an experimental con- 
vention for the two groups, which are 
aiming at more coordination of activi- 
ties. The program combines the so- 
called group educational seminar of 
the bureau and the annual group meet- 
ing of the conference. 

George E. Light of Travelers heads 
the bureau group committee, and 
George R. Jordan, Republic National 
Life, has that position with the con- 
ference. Program chairmen for the 
meeting will be M. D. Miller, Equitable 
Society, and A. W. Randall of Mutual 
Benefit H. & A. 

The program will deal with cover- 
age for retired employes, conversion, 
major medical expense developments, 
brokerage, and training. Workshop 
discussions will be featured at break- 
fasts during the last two days of the 
meeting. An informal buffet luncheon 
is planned for the opening day, and 
there will be a reception in the late 
afternoon of the first day. A group 
luncheon with a featured speaker is 
scheduled for the second day. 


Kinbacher Joins King Agency 


Andrew F. Kinbacher has_ been 
named agency supervisor of Wheeler 
H. King agency of New England Mu- 
tual Life, 342 Madison avenue, New 
York City. He succeeds George C. 
White, who is leaving the agency to go 
to Wilmington, Del. Mr. Kinbacher 
was formerly a supervisor and agent 
with the late C. Preston Dawson and 
later with Lambert M. Huppeler agen- 
cy. He has been with the company 
since 1940. He is a CLU. 


Life of Va. Opens New Office 


Life of Virginia has opened a new 
district office in Jacksonville, Fla., 
with Joseph L. Hughes as manager. 
Formerly associate manager at Greens- 
boro, N.C., for three years he has 
been field training supervisor for dis- 
trict offices in North Carolina. 


Names 3 Group Representatives 

Three graduates of State Mutual 
Life’s 16-week group training course 
have been appointed home office rep- 
resentatives. William J. Curran, Jr. 
has been assigned to Boston, Stuart H. 
Fitzpatrick goes to New York City, 
and Vincent M. Keyes, Jr. will join 
the Los Angeles office. 





Members of the 
Million Dollar 
Round Table’s 
nominating com- 
mittee, in New 
York for sessions 
at the Westches- 
ter Country Club, 
Rye, N. Y., were 
guests of MDRT 
Chairman George 
B. Byrnes, New 
England Mutual 
Life, at his home 
in nearby Bronx- 

d@xville, N. Y. From 


left, Lester A. Rosen, Union Central Life, Memphis; Mr. Byrnes; G. Nolan 
Bearden, New England Mutual, Beverly Hills, Cal., nominating committee 
-Chairman, immediate past chairman of the MDRT, and a member of the exec- 
utive committee; William T. Earls, Mutual Benefit Life, Cincinnati, chairman 
of the 1953 round table; and J. Sadler Hayes, Penn Mutual Life, New York 


City. 


N. G. State Hospital Assn. 
Would Convert to Stock A&H 


State Hospital Association of Tar- 
boro, N. C., has filed to convert from 
a non-stock hospital service corpora- 
tion to a stock A&H company. A hear- 
ing will be held on the matter by Com- 
missioner Gold Dec. 13. 

Mr. Gold has disallowed charges of 
mismanagement leveled by Mrs. Bar- 
bara P. House of Rocky Mount, a for- 
mer president of the association and 
widow of the founder, but agreed with 
her that the original plan failed to pro- 
tect the interests of certificate holders 


in a company reserve of approximately 
$150,000. There is a possibility the new 
pian will not be opposed. 

It would give each of the 12,000 cer- 
tificate holders one share of common 
stock free and shares of $1 par pre- 
ferred stock equivalent to the hoider’s 
interest in the reserve. If Mr. Gold ap- 
proves, the plan will be submitted to 
the holders at the annual meeting next . 
Jan. 21 at Tarboro. 


e The Weaver agency of American 
United Life at Columbus, O., is mov- 
ing from a downtown location to an 
outlying office at 1466 Northwest 
boulevard. 


FASTEST GROWING 
REGION IN U.S.A. 


STRONG, SOUNDLY- 
MANAGED COMPANY 


PROTECTIVE * 
LIFE 
GENERAL 
AGENT 


COMPLETE AND VARIED 
POLICY CONTRACTS 





FLEXIBLE, TOP-COMMIS- 
SION GA CONTRACT 





=; FIELD TESTED TRAINING 
PROGRAM FOR YOUR AGENTS 


AN “AGENCY MINDED” 


HOME OFFICE 


The Right Combination 


vic Career 


Every necessary condition for career success is yours with a 
Protective Life General Agency. You enjoy greater rewards for 
the same amount of effort—increased earnings, greater personal 
security, and the satisfaction of knowing that you are furnishing 
your clients the finest insurance protection. 

If you are a successful personal producer and possess the 
necessary qualifications, you'll find that this is your kind of 


career. Get the facts now. 


GENERAL AGENCY OPENINGS THROUGHOUT THE SOUTHEAST 


Write to C. B. Barksdale, Agency 


Vice-President 


ar 


peat 





12 


FeNATIONAL UNDERWRITER. 





December 3, 1954 


ee, 





— 





Sees Broader Group 
A&H Cover in Future 


A marked trend toward the con- 
tinuance of insurance under group 
policies after employes retire is evi- 
dent in the further developments of 
group insurance, A. L. Kirkpatrick, 
manager of the insurance department 
of U. S. Chamber of Commerce said 
at the Industrial Hygiene Foundation 
of America meeting at Pittsburgh. 
There will also probably be further 
developments in the types of groups 
that can be handled through group 
techniques. 

In the future there will undoubtedly 
be a popular movement to use the 
group method for small employment 


units and there will probably be con- 
siderable increase in the use of group 
health for industry-wide plans with 
participation by employment units of 
all sizes, including small ones, he said. 

It seems clear, he said, that given 
reasonable opportunity to compete and 
experiment, group insurance, as ap- 
plied through all the various types of 
voluntary institutions, will accomplish 
a full share in meeting the health 
needs of the nation. 

The meteoric rise in the purchase 
of health insurance, both through 
group and individual policies, cash 
benefit plans, service plans or cooper- 
atives, full payment plans of Blue 
Cross and Blue Shield and other plans 
is the most phenomenal single thing 
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that has happened in insurance in this 
generation, he said. 

About 100 million persons have 
some form of hospital care, 80 million 
have surgical benefits, 40 million have 
medical care protection for the pay- 
ment of doctors bills. Premiums for 
health insurance exceed $3 billion 
annually and the sales forces for the 
line exceed a quarter of a million 
persons. 

It is difficult to understand, he 
said, in view of the number of persons 
who already have some form of health 
coverage, how any plan of government 
reinsurance, if it really were reinsur- 
ance and not a subsidy, could have 
any appreciable good effect on the 
continued rapid expansion of the cov- 
erage. Reinsurance has only the 
function to provide additional capital 
over which to obtain a broader spread 
of risk, it does not reduce the basic 
cost, he pointed out. Such a reinsur- 
ance plan might even distract insur- 
ers from their work of extending 
more and better coverage to millions 
of new buyers each year. 


Since adequate protection requires 
broadening the coverage into areas of 
uncertain costs, such as nursing and 
pharmaceuticals, the best hope of 
holding the cost of benefits to reason- 
able levels lies in requiring insured 
to absorb part of the cost of the 
charges. This is done, in part, in the 
major medical expense program by 
adding a 25% coinsurance or a deduc- 
tible arrangement. 

The deductible in major medical can 
be applied in either of two ways. One, 
the corridor deductible, is a fixed sum 
insured must bear after the base plan 
benefits are paid and before major 
medieal expense becomes payable. The 
other, the integrated deductible, may 
be either a fixed amount or the sum 
of the benefits paid under the base 
plan, whichever is greater. 

Although standard maxima for ma- 
jor medical plans are $2,500 and $5,- 
000, the maximum may be chosen in 
any multiple of $500 from $2,000 to 
$5,000 and may be varied for different 
classes of employes. The trend is to- 
ward a liberalization of the maximum 
rule on a limited basis so that plans 
are being offered with a _ $10,000 
maximum benefit, usually offered only 
to select groups. 

There is still a great deal of evolu- 
tion ahead as to the form of benefits 
and arrangements under which the 
insurance functions, he said. In spite 
of the phenomenal growth which em- 
ploye health insurance plans have en- 
joyed up to the present, it seems clear 
that this form of coverage has by no 
means reached its full potential. 


LOMA Grads Meet Dec. 2 


J. McCall Hughes, vice-president and 
controller of Mutual Life of New York, 
spoke at the Dec. 2 meeting of the So- 
ciety of Life Office Management Assn. 
graduates at the Mutual home office. 
He discussed the evolution and present 
functioning of the controller’s job. 








State Farm Board Meets in Neb. 
For the first time in its history State 
Farm Mutual Life held a meeting of its 
entire board of directors away from the 
home office at Bloomington, Ill. The 
directors, headed by Morris G. Fuller, 
president, met at Lincoln, Neb., where 
C. B. Steward, Panama, Neb., a direc- 
tor, was honored on his 80th birthday. 
Procter Joins N. W. Mutual 
Clifford R. Procter has been named 
assistant counsel for Northwestern 
Mutual Life. Since 1948 he has been in 
law practice with the Milwaukee firm 
of Porter, Johnson, Quale & Procter. 





President Paul W. Watt of Wash. 
ington National shown presenting to 
Helen Koblitz of Glenview, IIl., the 
first of many such tags company home 
office and field personnel will distri. 
bute in connection with Safe Driving 
Day, proclaimed by President Eisen- 
hower for Dec. 15. The tags, urging 
drivers to “string along with safety,” 
will be attached to steering wheels 
from now until Dec. 15. 


To Hike A&H Round Table 


Production Requirement 


This year will be the last in which 
members of International Assn. of A 
& H Underwriters can qualify for the 
gold award of the Leading Producers 
Round Table on the basis of $10,000 
annual premium volume, according to 
T. K. Mersereau, Monarch Life, Balti- 
more, chairman of the Round Table. 
New qualification rules for the award 
will be announced in January. 

Mr. Mersereau called for applica- 
tions for the Round Table as soon after 
Jan. 1 as possible in order to speed 
processing. Qualifiers will receive spe- 
cial recognition at the annual meeting 
of the International in San Antonio, 
June 13-15. 


TIAA Promotes Three 


Richard F. F. Nichols has been ad- 
vanced from ‘treasurer to vice-presi- 
dent of Teachers Insurance & An- 
nuity and College Retirement Equities 
Fund, and Frank A. McConnell has 
been advanced from assistant vice- 
president to treasurer of both organi- 
zations. Elsie M. Sautner was pro- 
moted to TIAA assistant mortgage 
officer. Paul H. Buck, former dean 
and provost of Harvard University, 
has been elected trustee. 











Huebner Tours West 


Inspiring enthusiasm in all who 
heard and refurbishing the zeal of 
those in the business, Dr. S. S. Hueb- 
ner, president emeritus of American 
College of Life Underwriters, spoke at 
10 cities scattered from Kansas City to 
the west coast during his 10-day tour 
just completed. He spoke at meetings 
arranged jointly by CLUs and local life 
underwriter associations, as well as 
giving two 2%-hour speeches in one 
day at the University of Southern Cali- 
fornia at Los Angeles. 





Guarantee Mutual Holds Regional 


About 50 Guarantee Mutual Life 
agents from Nebraska, eastern Colo- 
rado and western Iowa attended a two- 
day regional meeting at Lincoln, Neb. 

The new social security amendmen 
the 1954 tax code, estate taxes an 
business insurance were discussed. At- 
tending from the home office were 
Ralph E. Kiplinger, president, and J. D. 
Anderson, and Everett Chambers, vice- 
presidents. 
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Say New LUTC Course 
Invades A&H Assn. Area 


(CONTINUED FROM PAGE 4) 

that IAAHU for guidance. No move 
should be made by any segment of the 
insurance industry which would weak- 
en the A&H-only salesman’s favorable 
attitude toward his agents’ association 
or weaken the prestige of that organ- 
jation in his mind. 

“J believe LUTC should go forward 
with this educational process only af- 
ter more close consultation with 
[AAHU, because it is that organization 
which has had the initiative and 
should retain the initiative in promot- 
ing educational processes for the A&H 
salesman, whether that promotion be 
made through LUTC or its own organ- 
ization. 


“Just as NALU works for the best 
interests of the life agent, so IAAHU 
works for the best interests of the A&H 
agent. Both assoeiations are definitely 
needed in the industry, and each 
should have the privilege of sponsor- 
ing that which is designed to increase 
the underwriting proficiency of its 
membership. 

“A man who writes A&H and life 
should be a member of both IAAHU 
and NALU, since the leadership in 
each has aptitudes resulting from ex- 
periences wholly unfamiliar to the 
other, and those aptitudes will attain 
their clearest definition when released 
in an educational program.” 

Mr. McMillon stressed that he spoke 
as an individual, not being empower- 
ed to express policy for IAAHU and 
not having consulted with other mem- 
bers of the disability committee of 
NALU. He also reported that to the 
best of his knowledge as a member of 
last year’s disability committee, LUTC- 
had not revealed its A&H plans to 
that committee. 

Privately, several prominent NALU 
figures expressed themselves as 
startled that LUTC had made such a 
move without consultation with the 
NALU committee. 

In answer to that criticism, a mem- 
ber of the LUTC board declared that 
the organization considered that it is 
merely enlarging on the A&H material 
now in the course and that, hence, the 
move was an administrative one not 
calling for policy consultations. 
IAAHU criticism of the LUTC move 
was not without admission by some 
International figures that there are 
mitigating circumstances. In “off-the- 
record” opinions, they aim two criti- 
cisms at DISC— 

(1) Despite the fact that DISC 
courses have been run by more than 
30 colleges and universities since in- 
troduction at the University of Illinois 
in December, 1951 (and in some cases, 
Michigan State, notably, run at regular 
intervals), the courses have been “lit- 
tle more than glorified sales con- 
gresses.”’ 

(2) The concentration of IAAHU 
on college-campus DISC schools has 
prevented the spread of its training 
benefits to the average agent. “The 
general agent or manager of the aver- 
age agent is reluctant to take him out 
of production for the better part if not 
all of a week and to pay his expenses 
to a college-campus course,” one ob- 
Server declared. “Moreover, the aver- 
age agent is himself reluctant to lose 
a week’s commissions. 

“The strength of LUTC is the fact 
that taking the course entails practi- 
cally no loss of field time,” he de- 





clared. “If DISC hopes to be to A&H 


training what LUTC is trying to be to 
life, then DISC must develop more 
one-night-a-week courses at local 
level.” 

Running as an undercurrent in the 
whole controversy, and rarely put in- 
to words, is the fear on the part of 
IAAHU members that the activities of 
life associations and organizations in 
the field of A&H will reach a point at 
which life men selling A&H will see 
no advantage in belonging to IAAHU. 
Inasmuch as 74% of A&H business is 
written by life men, loss of their sup- 
port would be little short of ruinous 
to IAAHU. 

“If IAAHU should be absorbed or 
superseded by NALU, then there 
would be no industry voice to speak 
authoritatively for all agents writing 
A&H,” those concerned about the situ- 
ation say. “In the first place, A&H 
could never be more than a ‘commit- 
tee’ in a life association. In the sec- 
ond place, no life association can ever 
attract membership from casualty and 
monoline A&H men.” 

Fears by IAAHU that NALU would 
absorb life men writing A&H, fears 
which began about 1950 when num- 
bers of life companies jumped into the 
A&H field, were greatly lessened when 
W. E. North took the chairmanship of 
the life association’s disability com- 
mittee (then the special committee on 
A&H) in 1952. Mr. North turned out 
to be a strong advocate of cooperation 
between the two organizations. The 
announced policy of the committee 
became that of encouraging joint 
membership and joint sponsorship of 
educational projects, especially DISC. 

The same attitude and committee 
policy were continued under the 1953- 
54 chairmanship of Carl Ernst, general 
agent, North American L&C, St. Paul, 
himself a past president of IAAHU; 
and the committee was careful to 
number as members several NALU 
figures also prominent in IAAHU. 

The LUTC plan to prepare an A&H 
course, rumors of which had “leaked” 
out as far back as September, was met 
by many IAAHU people with disbe- 
lief. They could not understand how 
such plans could have gone forward 
without their knowledge, since they 
seemed to be contrary to the announc- 
ed policy ‘of the disability committee 
and since IAAHU men on that com- 
mittee had heard nothing of them. 





Marks N. W. National 


Little Rock Manager 


V. Waner Marks has been appointed 
manager at Little Rock, Ark., for 
Northwestern Na- 
tional Life. He for- 
merly was in in- 
surance at Hot 
Springs, Ark., 
where he was a 
director of the life 
underwriters as- 
sociation. 
He joined North- 
western National 
last spring. His 
father, Frank T. 
Marks, and a 
brother, Meyer F. 
Marks, are in in- 
surance in Little 





V. Waner Marks 


Rock. 





Phoenix Builds Two New Agencies 

Phoenix Mutual will construct agen- 
cy buildings in Cleveland, O., and Ja- 
maica, Long Island, N. Y., both to be 
completed by March, 1955. 

The Cleveland agency will use the 
second floor of its building, with the 
first available for rental. The Jamaica 
building will be completely occupied 
by the Brooklyn central agency. 
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“T haven't sold anyone yet, but it’s been fun trying!” 


Bankerslifemen Enjoy Their Work 


Even when they aren’t making calls in theatrical dressing rooms 
Bankers/ifemen enjoy their work . . . and like it best of all when 


they make sales. 


That isn’t a completely selfish attitude, at all. The desire to render 
a valuable service... and an appreciation of the good feeling which 
comes from doing so... is instilled in a Bankers/ifeman from his 
first days in his agency office. That’s why he really enjoys helping 


people solve the problems of life and living through his service. 


This service-mindedness which makes the Bankers/ifeman enjoy 
his work helps make him the kind of life underwriter you like to know 


as a friend, fellow worker or competitor. 
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Two Ideal Christmas Gifts 

154 Messages From Paul Speicher. The best of 
Paul Speicher’s 33 years of magnificent writings, 
now yours to use as 1954’s finest Christmas gift. 
Deluxe gold-stamped edition, $3.95. 

More Power To You, by B. N. “Woody” Wood- 
son. 52 chapters, with every sentence sparked by 
the high enthusiasm which will compel frequent 
rereadings of this book. Deluxe gold-stamped 
edition, $3.65. 
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‘Small Print'-There Isn't Any in ASH 


“The big print gives it to you and the 
small print takes it away.” 

This phrase is not only hackneyed, 
and therefore offensive to the ear, but 
it horrifies the honest man—because it 
isn’t true. Most recently it has been 
heard in connection with A&H. 

Look at any insurance policy. See 
any fine print? There isn’t any. In the 
case of the maligned A&H policy there 
hasn’t been for more than 40 years. The 
standard provisions law for A&H poli- 
cies, passed in 1912, prevented the use 
of print smaller than 10-point. Most 
newspapers are printed in 7 or 8 point 
type. Ten-point is that much larger. 
The provisions of the 1912 law have 
been used in the regulation ef policies 
in states and territories where the law 
has not been adopted. They were reaf- 
firmed in the uniform A&H provisions 
law of 1951. 

This law not only regulates the size 
of type in the policies, it also provides 
that the text of the policies must be 
printed in light face type in an easy to 
read style. 

‘Many articles have appeared in na- 
teonal magazines with an eye to mak- 
ing the nation conscious of coverages 
and exclusions in A&H policies. One 
author cited certain claims which were 


not paid because of policy exclusions 
or exemptions and wrote “H&A insur- 
anee is a black sheep. At its worst, it 
can amount to a legalized confidence 
game that involves browbeating the 
sick, the maimed and the bereaved.” 
Another article stated: “Frequently 
their policies have hidden jokers or 
misleading promises or they take away 
in small type what they give you in 
large type”. These statements are, of 
course, misleading. 

No policy can simply state “you are 
insured”. The public would protest if 
such a policy were issued. First, the 
cost would be so high it would be pro- 
hibitive. Second, the company that 
wrote it might soon be out of business. 
It is only sensible that all insurance 
policies must have some exclusions. 
There must be limits. The policyholder 
is entitled to have them pointed out by 
company or agent, even though the 
best evidence is the contract itself 
which is easy to read. 

Many A&H buyers have the idea the 
policy pays for any disease or injury. 
When they have a disease which is not 
covered, they could not have been mis- 
led, if they were misled at all, by fine 
print, because there isn’t any. 





Secrecy Defeats Its Own Purpose 


The completeness of our coverage, 
in last week’s issue, of the New York 
department’s conference with company 
representatives on the very timely 
subject of “special” policies, was due in 
considerable measure to the depart- 
ment’s decision to open the meeting to 
the press rather than attempt to 
keep the proceedings secret. 

The decision was not reached with- 
out a certain amount of soul-search- 
ing, for the department people were 
extremely anxious to elicit full and 
frank discussion from the company 
executives. There was concern lest the 
presence of newspaper men might 
hamper this. 

As usually happens, fears of possible 
adverse effects from holding an open 
meeting proved entirely groundless. 
The participants spoke their minds so 
frankly that it is difficult to believe 
they could have been mere outspoken 
tf there had been no newspaper men 
present. As a matter of fact, why 
should a company executive who is 
talking in the presence of his competi- 
tors be concerned about the possible 
publication of a summary of his re- 
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marks? If Macy’s is going to tell Gim- 
bel’s how they price their wares, it 
hardly matters if the information 
reaches other department stores, too. 

If anything, insurance executives 
should be more concerned about pos- 
sible ill-effects of a departmental con- 
ference conducted in supposed secrecy. 
It is impossible to keep secret the 
proceedings of a gathering attended 
by 100 or so persons, as the conference 
on special policies was. In fact, infor- 
mation is just about as likely to leak 
out of a conference attended by only a 
handful of persons, though it takes a 
little longer for the word to get around. 

Any attempt at secrecy in a confer- 
ence of this sort is almost sure to de- 
feat its own purpose. As soon as a 
news man hears that a gathering is to 
be barred to the press, he assumes that 
something pretty hot must be on the 
agenda, else why the secrecy? He is 
placed on his mettle to get the fullest 
possible story, not only to inform his 
readers but to get a better story than 
his competitors and thus build prestige 
for his publication. So he drops every- 
thing else to ferret out what went on 
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at the “secret” meeting. He’ll do his 
best to print only accurate informa- 
tion and if he errs it is no excuse 
that he had to get his material at sec- 
ond hand. But at the same time, if the 
news Stories in the various publications 
are incomplete, inaccurate, or incorrect 
in their emphasis, those who barred the 
reporters and attempted to keep the 
proceedings under wraps can’t escape 
a large share of the responsibility for 
the type of publicity that results. 
Perhaps there is an actuarial formula 
for determining the correlation be- 
tween the number of persons privy to 
a secret and the length of time it will 
take the information to become gener- 
ally known. We suspect that anything 
known to more than two persons will 
quickly become known to more and 
more in geometric progression, the 
speed of spread being proportional to 


the degree of “hotness” of the subjeq 
matter. 

_Far from being an inducement tg 
participants to bare their souls, the 
holding of a conference in secrecy 
would be the exact opposite if the 
conferees understood realistically the 
futility of concealing what is said a 
any gathering big enough to be calleg 
a conference. They would know that 
despite all the cloak-and-dagger pre. 
cautions, their views would soon be 
public property. Reporters don’t a}. 
ways get everything right but there js 
a far better chance that they will when 
they are sitting in and not only hea 
what was said but the context in which 
it was uttered. The reporter can put 
things in their proper perspective 
much more readily than if he is forced 
to get his information at second or 
third hand. 





PERSONAL SIDE OF THE BUSINESS 





Dwight L. Clarke, former president 
of Occidental of California and still a 
member of its board, has been reap- 
pointed as a member of the community 
redevelopment agency in Los Angeles 
by Mayor Poulson. Mr. Clarke’s new 
term will expire Nov. 4, 1958. The 
agency purchases slum areas, clears 
them and sells them to private enter- 
prise for redevelopment according to a 
city master plan. 


Clarence J. Myers, president of New 
York Life, has returned from Hono- 
lulu, where he participated in confer- 
ences and ceremonies marking his 
company’s 75th anniversary in Ha- 
waii 


Edward B. Raub, chairman of In- 
dianapolis Life, is the only surviving 
member of a group of six business men 
who founded the company in 1905. He 
has continued to be associated with the 
company actively. He was vice-presi- 
dent until 1924 when he became presi- 
dent. In 1949 he was named chairman 
and Walter H. Huehl became presi- 
dent. The golden anniversary year 
started for the company Nov. 20. 


H. Clay Evans Johnson, president of 
Provident Life & Accident, has been 


named president of Chattanooga 
Chamber of Commerce. 
Francis A. Harrington, vice-presi- 


dent of Massachusetts Protective Assn. 
and Paul Revere Life, has been elected 
a councillor of National Municipal 
League, an organization to raise muni- 
cipal and state government standards. 


A blood bank pool honoring A. R. 
Jaqua, director of the Southern Meth- 
odist University institute, has been 
established in his name at the Wadley 
Blood Center in Dallas by members of 
the institute’s combined senior classes 
26 and 27. A class spokesman said the 
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pool was established “as an expression 
of our respect and affection for Bert 
Jaqua, who has been an inspiration as 
well as a teacher for those of us for- 
tunate enough to study under him at 
the institute.” The plaque will be hung 
in Cummings Hall at SMU and will 
show the amount of blood donated to 
the Jaqua blood bank through the 
years by institute students. 


Fred Baker, new southeastern man- 
ager for the National Underwriter Co, 
now is located in 
his new headquar- 
ters at 432 Hurt 
Building, Atlanta 
3, Ga. 

Before _ taking 
over his _ position 
in Atlanta, Mr. 
Baker spent some 
time in the Na- 
tional Underwrit- 
er home office at 
Cincinnati, where 
he was engaged in 
sales promotion. 

Mr. Baker has 
had considerable 
sales background, 
and for several 
years traveled the southeastern terri- 
tory for a Kansas City firm. 


Fred Baker 


George W. Skilton, Connecticut 
General comptroller, has been elected 
secretary and auditor for the Connec- 
ticut Institute for the Blind, and 
Allerton C. Hickmott, a vice-president 
of the company, has been elected to 
the institute’s executive committee. 


Richard B. Evans, Colonial Life 
president, gave the address of wel- 
come at the Upgala College football 
dinner for members of the football 
team and athletic notables. Richard G. 
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ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Robert Jones. Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel 


Wabash 2-2704. O, E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manger. 


CINCINNATI 2, ao E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth. News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bids.. 
Tel. Woodward 1-2344. A. J. Edwards, Resid 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bidg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—5658 Northwestern 
Bank Bidg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 388, N. Y.—99 John Street, Room 


1103, Tel Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bidg., Tél. 
Atlantic 3416. Clarence W. Hammel, Resident 
anager. 

PHILADELPHIA 9, PA.—123 S. Broad Street 
Room 1127, Tel. Pennypacker 65-3706. B. H. 
Fredrikson. Resident Manag 

PITTSBURGH 22, PA 503. ‘Columbia Blég. 
Tel. Court 1-2494. Bernerd J. Gold, Resident 


Manager. 

CISCO 4, CAL.— ree 4 wind 644 
Market St., Tel. Exbrook 32- F. land. 
Pacific. Coast Manager... 














uber 3, 1954 
———= 


f the Subject 


December 3, 1954 


LIFE INSURANCE EDITION 


15 








Mulholland, Colonial Life underwrit- 
ing department, was chairman. 
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Ralph T. Walker, Bankers Life of 
Nebraska general agent at Norfolk, 
Neb, was named governor elect of 
Rotary district 177 at a meeting in Lin- 


coln. 


a= 


_DEATIS 


N. GUST HARTBERG, 65, Old Line 
Life general agent at Marinette, Wis., 
died at his home of a heart attack. He 
was in insurance for 45 years, starting 
as an agent for Central Life of Iowa. 
Since 1919 he was a general agent for 
Old Line Life. A son, Nelson F. Hart- 
perg, is associated with the Marinette 


agency. 

JAMES TULLIS, Aetna Life man- 
ager at Butte, Mont., died in his home 
there. He was with Aetna for more 
than 40 years. 


GIBSON LEWIS, 53, with North- 
western Mutual at New York City 
since 1945 and formerly general agent 
for Massachusetts Mutual, died at his 
home in Huntington, L. I. 











THOMAS L. NEAL, 70, vice-presi- 
dent of Fidelity Associates Underwrit- 
ers, the A & H company at Indiana- 
polis organized about a year ago, died 
in his home there. Beside Indianapolis, 
he had been in insurance in several 
other Indiana cities and in North and 
South Carolina and Virginia. He was a 
former state senator in Indiana. 


TIMOTHY N. WHITEHURST, 70, 
general agent of Pan-American Life in 
Beaumont, Tex., died at his home 
there. He had been with the company 
more than 22 years and was a member 
of the top producers’ group, the Senior 
Dynamo club, since it was organized 
and had been its president, vice-presi- 
dent and secretary. 


WILLIAM R. WILKERSON, 79, gen- 
eral agent in Colorado and Wyoming 
for Mutual Benefit Life until his re- 
tirement in 1941, died at his home in 
Denver. 


Mrs. Hobby Woos AMA 


on Reinsurance Plan 


American Medical Assn., whose op- 

position last year to President Eisen- 
hower’s health reinsurance plan was 
thought to have a role in its defeat in 
Congress, has been asked by Secretary 
Hobby of Department of Health, Edu- 
cation & Welfare to support the pro- 
gram. Mrs. Hobby, addressing the 
AMA’s house of delegates at Miami, 
called the proposal “insurance against 
compulsory health insurance.” 
During the past six years, she said, 
the gap has widened between medical 
care costs covered by voluntary plans 
and the total cost of this care. The 
‘voluntary reinsurance” system pro- 
posed by the administration is the only 
one that “is clearly consistent with the 
principle of self-help.” 


Bankers National Is 27 


President Ralph R. Lounsbury ad- 
dressed the more than 100 employes 
who attended Bankers National’s 27th 
anniversary banquet held at Essex 
Fells, N. J. Awards were given to 16 
employes who observed service anni- 
versaries during the year. A two-hour 
show was presented by home office 
people. 





e Lloyd H. Sheets has been appointed 
staff manager of the Prudential South 
View office in Milwaukee. 








DIABETICS 


Found Insurance 
Favor Over Years 
By DR. HARRY DINGMAN 


Diabetes Mellitus—Two and a half 
million diabetics in U. S. A. Another 
two and half who are prediabetic or 
already diabetic but don’t know it. 
About 25,000 diabetics die yearly. That 
is at rate of 160 per million population. 
More females than males, about 60-40. 
More whites than coloreds. More Jews 
than non-Jews. More fatties than 
skinnies. More smokers than non- 
smokers. More children than should 
be: about one in 12 under age 21 
(John, with experience of more than 
6000 diabetics in more than a quarter 
century). More familial propensity 
than any other—well almost any other 
disease. In the Oxford, Mass., survey 
38% of diabetics over age 15 had fam- 
ily history of the disease, only 18% of 
nondiabetics (Wilkerson). Incidence 
was 33% (Tuttle, 88 cases). One sur- 
vey disclosed 10 times greater inci- 
dence in brothers and sisters of diabe- 
tics than in a control group. Family 
history must never be underestimated 
when diabetes is suspected. 


Onset of the ailment is insidious 
with gradual increasing of polyuria, 
polydipsia and polyphagia, meaning 
increased urine, increased thirst and 
increased appetite. An individual may 
lack normal insulin production for 
years and be blithely unaware until 
glycosuria is found at army induction 
or insurance examination or long de- 
layed routine check-up by his doctor. 
The individual who insists on over- 
hauling his Cadillac car once a year 
seldom bothers to get a physical audit 
on the owner thereof, and many times 
he is worth many times more than the 
auto. Undoubtedly he has instinctively 
cut down on sweets and starches and 
to a certain degree, has been on a sub- 
conscious diet. Even after diagnosis is 
made he hopes to control the condition 
by diet restrictions and in early stages 
appears to get by satisfactorily. Pro- 
vided he doesn’t dispute diagnosis and 
doesn’t go overboard with pancakes 
and syrup on Sunday mornings. 


Manufacturers Life of Canada did 
courageous pioneering in offering life 
insurance to diabetics. Three decades 
ago insulin had been discovered but 
long time efficacy remained to be 
proved. Two decades ago insurance 
companies regarded diabetics as unin- 
surable. Now diabetics buy life insur- 
ance—not disability insurance—in siz- 
able amounts. Availability of insulin 
has made the difference. Not that in- 
sulin cures. It does not. All it does is 
give from the laboratory what Mother 
Nature does not give from pancreatic 
gland. Insurance problem is not dia- 
betes and vascular damage so much 
as it is the individual who has it. If he 
admits his infirmity and insists on 
good care for himself, reasonable ap- 
praisal can be made. If he disputes the 
diagnosis and insists he can examine 
his own urine and has no need of med- 
ical advice, he is an extra hazard. Cli- 


nical and insurance medicine are alike 
agreed that there should be expert ob- 


servation every three months. 

This is an excerpt from the new edition of 
“Risk Appraisal’ by Dr. Harry Dingman, vice- 
president of Continental Assurance. Acknowl- 
edged as an authoritative work thoughout the 
insurance world, more than 800 life and A&H 
companies use the book as a basic text. It has 
received enthusiastic praise from many million 
dollar producers. The new edition now is 
available from the National Underwriter Co., 
420 East Fourth street, Cincinnati, or any of 
its branch offices. The price is $12.50. 





U.S. Life ‘Sales-Robot’ 
Simplifies Group Sales 


A self-service underwriting kit de- 
signed to simplify group insurance 
selling is being distributed by way of 
general agents of U.S. Life. The kit is 
called a “sales-robot”. 

The kits contain three basic plans 
which build on each other applying to 
small firms with 25 to 130 employes. 
They are set up to provide the sales- 
man with a plan he can present and 
bind on a first call without referring it 
to the home office for approval. 

e e e 

The first basic plan provides group 
life and accidental death and dis- 
memberment coverage. The _ second 
adds hospital and surgical coverage 
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Now Available in These States 


GENERAL AGENT OPPORTUNITIES 
With Expanding Company 





As a General Agent you have these 
agency-building tools. 


protection to sell . . . including LIFE, SICK- 
NESS, ACCIDENT, 


* Two new financing programs 
* The Guarantee’s 5 Star Contract that 
gives you greater earnings. 


° Attractive packages to sell for all major 
life and disability needs. 


* Agency minded company. 
For full information, write—or phone—ATlantic 7100, 


Mutual Life Co., Omaha 2, 
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and the third adds hospital and sur- 
gical for dependents to the basic bene- 
fits. Each of the presentations por- 
trays complete schedules of benefit, 
monthly rates and underwriting rules. 
They also contain a suggested 2-minute 
sales talk on what group insurance 
means, which highlights the points 
that might be made on initial lead 
interviews. 

A simplified application form com- 
bines a group life calculation sheet and 
a proposal page. And a specimen group 
life calculation chart is included in 
each kit. It is expected that continuing 
material will be forwarded to “robot” 
users from time to time to increase 
the scope of group operations to in- 
clude the complete U.S. Life line. 





Madden, McLain on Board 
James L. Madden of Metropolitan 
and James A McLain of Guardian 
Life were elected to the governing 
board of Insurance Institute of Amer- 
on at the annual meeting in New York 
ity. 


e Marion Haney, cashier at Atlantic 
City for Colonial Life, has celebrated 
her 35th anniversary with the com- 
pany. At a home office luncheon in 
her honor she received a $200 govern- 
ment bond. 
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The Guarantee’s intensive 
expansion program means 
new opportunities for quali- 
fied men fh 20 states. 

Establish a rewarding career 
as a General Agent in a lo- 
cality of your own choosing. 
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29,000 Claims in Nine 
Months for Auto Deaths 


Motor vehicle fatalities accounted 
for 29,000 death claims in the first 
nine months of this year, says Insti- 
tute of Life Insurance. This represents 
$57 million in payments, an increase 
of $2 million over the corresponding 
1953 period. Claims for 1954 have ex- 
ceeded corresponding 1953 claims by 
1,000. 


N. Y. Life Group Changes 


New York Life has transferred Clif- 
ford W. Johnson, district group super- 
visor at Milwaukee since 1951, to St. 
Louis, and has promoted Duane L. 
Bailey, home office group representa- 
tive at Cincinnati since earlier this 
year, to a similar post in Milwaukee, 
where he will be in charge of the dis- 
trict office. The changes are effective 
Dec. 1. 

Mr. Johnson joined the company 
earlier in 1951 as home office group 
representative at Chicago. He succeeds 
Thomas A. Repp, named brokerage 
supervisor at St. Louis. Mr. Bailey 
has been in New York Life’s group 
sales department since 1952. 


‘Cyclopedia’ for ‘54 Is Issued 


NEW YORK—The 1954 edition of 
the Cyclopedia of Insurance has been 
issued. Publisher is Index Publishing 
Co., 123 William street, New York 38. 
The book is edited by G. Reid MacKay. 
There are 1,200 pages. Data include 
historical and financial information, 
brief biographies, and texts of leading 
insurance decisions of the U. S. Su- 
preme Court. The price is $7.50 a copy. 








Penn. Mutual Runs Agents School 

Training, supervising and motivating 
new agents for a great career were 
covered by Penn Mutual’s management 
assistants’ school at the home office, 
under the guidance of Aaron M. Royal, 


manager of field training. General 
Agents James B. Eckenrode, Jr. of 
Pittsburgh, Carr R. Purser of New 
York City, and H. Gray Hutchison of 
Releigh addressed the group of 27 
agents. 


Mutual, Omaha, Offers $1 
Student Policy in Alabama 


Grade school students in Birming- 
ham, Ala., this year have an oppor- 
tunity to enroll in Mutual Benefit 
H&A’s $1 per year student accident 
program. Provisions include a $2,500 
accident medical expense and $1,000 
accidental death benefit, with specific 
loss benefits up to $7,500. 

The program is entirely voluntary 
and will run for a period of 12 
months. Coverage is provided while 
attending school during the hours and 
on the days when school is in session; 
while traveling to and from school, 
and while participating in school spon- 
sored or supervised activities either 
away from the school premises or af- 
ter school hours. 

The policy also covers faculty mem- 
bers, clerical help and administrative 
personnel at $1 per year; eafeteria 
workers are covered under the same 
policy for $3 a year. 


Bankers Mutual to Build 


Bankers Mutual Life of Illinois has 
purchased a six-acre tract of land at 
the edge of Freeport as the site for a 
proposed new home office building. 
The company presently is located in 
the city’s business district. 








Resigns as State Capital Chairman 
RALEIGH—Irving F. Hall has re- 
signed as chairman and member of the 
board of State Capital Life. He 
founded the company in 1936 and 
was its president until last Septem- 
ber. H. F. Ledford, who succeeded 
him as president, was named tempo- 
rary chairman until the company’s 
annual meeting next February. 
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REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President 


life insurance in force exceeds 


$610,000,000.00 


PLUS: One of the most advanced agents 
Supervised offices . . . Trained Group 


Underwriting and home office staff... 
Top commissions. 


programs in the nation. . . 


assist agents . . . An alert 


Home Office, Dallas 





Oakland Agents Urged 
To Sell Life, Disability 


Members of Oakland Assn. of In- 
surance Agents were advised to be- 
come active in life and disability sell- 
ing at a recent meeting. There is more 
income at little expense readily avail- 
able to property and casualty agents, 
said James L. Taylor, general agent 
of Connecticut Mutual and Leslie K. 
D. Chapman, home office field super- 
visor of Union Mutual Life. 

Sidney F. Sea, president of the as- 
sociation and James W. Uren, a mem- 
ber of its education committee, both 
suggested that life and disability can 
replace income lost as a result of lower 
fire and automobile premiums. In- 
creased activity in these fields can 
help prevent encroachment of the fed- 
eral government into the field of pri- 
vate insurance, they concurred. 

Mr. Taylor said that selling life in- 
surance should be easy because local 
agents have an established clientele. 
Local agents should erter the personal 
field because they must, under present 
day trends, render a more complete 
service to their policyholders, he said. 

Mr. Uren agreed that the develop- 
ment of multiple lines is making it 
more essential that property and cas- 
ualty agents know and be able to serve 
for personal coverages, and Mr. Chap- 
man backed this view, saying that the 
old-type agent who wrote only fire 
and casualty lines is fast disappearing. 
Mr. Chapman also announced that 
Swett & Crawford, Pacific coast man- 
agers for Union Mutual, have found 
it necessary to expand the schools for 
local agents they have been conduct- 
ing. 

Certificates of merit were presented 
Kenneth Keer and Charles W. Brain- 
ard for 50 years or more in insurance. 
Mr. Keer entered the industry in 1897 
and has operated Keer & McCandlish 
agency since 1907; Mr. Brainard, in 
insurance since 1904, established an 
agency at Berkeley in 1908. 


300 at S. W. Texas Congress 


Some 300 agents attended the annual 
southwest Texas regional sales con- 
gress, sponsored by the Corpus Christi, 
Valley Grande and Victoria Assns. of 
Life Underwriters. 

Speakers were V. W. Kelley, Amica- 
ble Life, San Angelo, president of the 
Texas association; Browne, 
agency vice-president Occidental Life 
of North Carolina; Norval A. Pierce, 
Metropolitan Life manager at Houston; 
R. L. McMillon, Business Men’s As- 
surance, Abilene, and W. F. Boyd, vice- 
president of Forest Park Cemetery, 
Houston. 


Butler Adds Insurance Professor 

Walter G. Dotterweich, a Huebner 
Foundation scholar at the University 
of Pennsylvania, will become assistant 
professor of insurance at Butler Uni- 
versity, Indianapolis, at the beginning 
of the mid-term. 

Mr. Dotterweich is writing his doc- 
tor’s dissertation in the field of A&H. 
The university is planning to streng- 
then the A & H section of its life 
courses. 

Mr. Dotterweich was hired before 
H. C. Graebner, dean of the college of 
business administration, was named 
dean of the American College, and is 
an addition to the staff under the uni- 
versity’s program of strengthening 
even further its already strong under- 
graduate insurance major. 
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AN ASSISTANT | 
MEDICAL DIRECTOR 


is needed by a growing 
mid-western 


LIFE INSURANCE COMPANY 


requirements 
Between the ages of 35 to 45 
Degree—Dr. of Medicine 
2 years experience in 
Life Insurance Field 
or 
2 to 5 years active practice of medicine 
for further information 
Write résumé of your education 
and experience 
c/o Box #B-55, 
The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY EXEC. AVAILABLE 


Successful experience with aggressive com- 
panies in agency management operations, 
sales promotion, training. General manage- 
ment. Excellent business references. Inter- 
ested in top agency management or sales 
direction. Complete record on request. 
Address Box C-13, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARIAL OPPORTUNITY 
National Life Insurance Company, Mont- 
pelier, Vt., has an excellent opening for a 
man, preferably under age 35, who is now 
or expects soon to be a Fellow of the So- 
ciety of Actuaries. The Position calls for 
an inquiring mind, supervisory ability and 
willing to responsibility. All 
replies will be treated confidentiallly. 
Write directly to the Actuary of the Com- 


pany. 











ACTUARY—WANTED 


Midwest Consulting office has opening for 
young Associate or Fellow. Address Z-73, 
The National Underwriter Company, 175 
West Jackson Boulevard, Chicago 4, Illi. 
nois. 








ASSISTANT ACTUARY WANTED 


Rapidly growing eastern life company has open- 
ing for a young man with at least associate 
membership in Society of Actuaries. Address 
Box C-6, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








REGIONAL GROUP SALES MANAGER 

A leading company in Southern states will open 
a regional group office in Home office area. 
Need aggressive and experienced field group 
manager. Salary plus bonus arrangement. First 
year income in excess of $10,000. In replying, 
please give brief résumé and attach photo. All 
replies in confidence. Address C-8, The National 
os Co., 175 W. Jackson Bivd., Chicago 
, Mlinois. 











LIFE COMPANY WANTED 


If you know of a stock Life Insurance Company 
for sale please write immediately advising, 
State and year incorporated, Capital and Sur- 
plus, Assets and Insurance in force. Box C-10, 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











DO YOU WANT 


Sales manager for Home or Regional Office? 
Twenty years experience as Salesman, Super. 
visor, manager in Life, A. & H., Group. Uni- 
versity of Illinois Graduate. Now midwest 
Superintendent of Agencies for major Life com- 
pany. Looking for better pec, Reply Box 
C-9, The National Underwriter Co., 175 W. Jack- 
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Gernert Midland Mutual 
Philadelphia General Agent 


Midland Mutual Life has appointed 
Richard S. Gernert general agent in 
Philadelphia, with offices in the Lin- 
coln-Liberty building. 

Mr. Gernert formerly was _ general 
agent for Columbian National Life and 
pefore that was an agent for Penn Mu- 


tual Life. 


R. W. Ebling, Jr. High 
in Penn Mutual Contest 


New records have been made during 
the “Make Mine a Million” contest of 
Penn Mutual Life. The six-week total 
was $89,214,395, a record, and the 
largest one-day total was $13,281,000 
Nov. 15. 

Robert W. Ebling Jr. of the Purser 
agency, New York City, led with 
$836,000 on 50 cases. The Purser 
agency was one of the contest leaders. 

Eighteen agents and five general 
agents, winners in their groups, will 
meet with company officers at Sea Is- 
land, Ga. 


Busbee Joins Paul Revere 


Frank I. Busbee has been named 
general agent of Massachusetts Pro- 
tective and Paul Revere Life at Wash- 
ington. He entered the insurance busi- 
ness six years ago after 13 years in 
government administrative positions, 
most recently with the war manpower 
commission and the department of La- 
bor. He was general agent for Monarch 
Life four years. He is national legisla- 
tive committee chairman of the Inter- 
national Assn. of A&H Underwriters 
and a past president of the District of 
Columbia H&A Assn. 


U. S. Life Declares Extra 


United States Life has declared an 
extra dividend of 10 cents bata Dec. 
10 to stockholders of record Nov. 30. 











Chicago Supervisors Name 
J. E. Lahey President 


Chicago Life Agency Supervisors 
at the November meeting elected 
Joseph E. Lahey of Connecticut Mutual 
Life president to succeed Samuel Le- 
land of Youngberg-Carlson. Earl W. 
Montgomery, Moore, Case, Lyman & 
Hubbard, was named vice-president; 
Edgar D. Tripple, Rockwood Co., secre- 
tary, and Rex K. John, Jr., Connecticut 
General Life, treasurer. 

The speaker was Bert C. Bentley, 
Chicago attorney specializing in in- 
come tax law. He pointed out the ser- 
vice concept is not usually thought of 
in connecton with tax matters and 
that now more than ever, estate plan- 
ning agents should review the financial 
picture of clients moving to another 
state, especially when these persons 
are moving with the thought of retire- 
ment and probably will not return. He 
also discussed other sales possibilities 
under the new revenue act. 

The Supervisors will hold their 
Christmas party Dec.9. 


Aetna Issues New Policy 


Aetna Life is issuing a new policy 
providing retirement income for pen- 
sion trust plans on a fixed-cost basis. 
It can mature at 55, 60, 65 or 70, with 
$10 a month for life for each $1,000 of 
insurance, five years certain. The 
policy may also be used for individual 
programs. 


Trueblood Speaker at L. A. 

H. Dixon Trueblood, vice-president 
Occidental Life of California, was one 
of the featured speakers on the four- 
day annual program of National Em- 
ployment Board in Los Angeles. In 
charge of the company’s advertising 
and public relations program and a 
vice-president of southern California 
chapter of Public Relations Society 
of America, Mr. Trueblood spoke on 
“Public Relations—Who, Me?”’. 
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Prudential has completed plans for a $1,700,000 addition to its western home 


office building in Los Angeles, extending in foregound in the above artist’s 
sketch. Operations have already outgrown the two-block long original building, 
erected six years ago. The latter was designed to accommodate addition of 
the wing without interruption of work in the main building. Construction 
on the addition is expected to start during 1955 and it will take approximately 
12 months to complete. The addition will be a 60 x 160 foot wing, 10 stories 
high, extending northward from the central section of the original building. 
It will be virtually identical in appearance with the east and west wings which 


extend along Wilshire boulevard. 








e Washington National agents in the 
Baraboo, Wis., area attended a sales 
meeting there directed by A. M. Han- 
son, midwest supervisor. 


e Detroit life cashiers heard a talk on 
“The Value of a Sales Personality” 
by Hampton Irwin, insurance profes- 
sor at Wayne University. 








“People must feel before they see... when 
this happens they are aroused to action”’ 








Be 


Christmas is that magic time of the year when smiles 
are warmer—when loved ones are closer and family 
ties heighten the joys of the season. 


We of the underwriting profession can be proud that it’s 
this same “Christmas Spirit""—this love and devotion— 
that we are preserving in our work. Yes, we can truly 
say that it is the business of life insurance to keep the 
spirit of Christmas alive every day of the year. 


BENEFICIAL LIFE 


Insurance Company 
David O. McKay, Pres. Salt Lake City - Utah 





Reneficial 


THOUGHTS 





WASHINGTON’S significant words strike home 
to the man who feels and as a consequence sees 
. . . now is the time to act, in order to provide 
himself a profitable future. We have opportunities 
in the rich region west of the Mississippi for the 
type of man geared to general agent capacity. In- 


formation about yourself will be held in strictest 


confidence. 


National Reserve’s present one hundred and fifty- 
five million dollar organization is moving ahead 
in a tremendous expansion development. Send 


now for detailed information without obligation. 


Write W. E. Moore, Agcy. V.P., Agcy. Hq., Topeka 


S. H. Witmer, Chm. of the Board. H. O. Chapman, Pres. “a 





3 NATIONAL RESERVE 
\ LIFE INSURANCE COMPANY 
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strange country. Mr. Holmes said that 
the experience of his company had 
been disappointing from the point of 
view of medical examinations. Vol- 
ume has been small and expensive and 
the applicants’ real wants have not 
always been met. 

G. W. Wilson, Sun Life of Canada, 
said the experience of his company has 
shown that the improvement in mor- 
tality on white lives in the West In- 
dies, India and Argentina has paral- 
leled that in northern countries. Be-, 
cause of tropical diseases and other 
hazards, it is still greater than mor- 
tality in the United States and Cana- 
da. Mr. Wilson said that currency is 
one of the most important problems 
and that his company would issue a 
policy only to those applicants who 
reside in a eountry.in which the com- 
pany operates. 

H. F. Rood, Lincoln National, men- 


tioned the growing nationalistic feel- 
ing in foreign countries and the 
growth of local companies whose rates 
were too competitive for an outside 
company wishing to charge a reason- 
able extra premium. Furthermore, the 
tax situation, blocked currencies, and 
taxes on money exported, made it dif- 
ficult for a company to do a worth- 
while business. 

Changes recently made in non- 
medical selection were discussed by 
A. P. Morton of Prudential. While 
there had been few recent changes, 
those that had occurred followed the 
usual pattern of about $10,000 to age 
30 or 35 and a reduced limit of about 
$5,000 to age 35 or 40. Using the 1953 
report of the society’s committee on 
medical business, he concluded that 
non-medical business should not be 
issued after age 35. 

E. M. MacRae of New York Life, 
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except those on single case agreements 
and to all aviation risks regardless of 
the size of the aviation extra. 

W. J. November, Equitable Society, 
said that he had never been satisfied 
that a $10,000 non-medical limit was 
justified. 

E. A. Lew, Metropolitan Life, refer- 
red to the cost of carrying out the 
1951 study on the mortality of im- 
paired lives and felt that it might have 
been cheaper to use other sources of 
information. He had found a number 
of first class studies by hospitals and 
other groups and thought that the 
mortality committee of the society 
should approach hospitals, clinics, 
government agencies and others out- 
side the life insurance business to see 
if greater use could be made of their 
mortality and morbidity studies. 

T. H. Kirkpatrick, Paul Revere Life, 
reassured the Society that its com- 
mittee on morbidity under individual 
A&S policies is now looking into the 
information available from _ outside 
sources and if found worthwhile it 
would be made available in a suitable 
form. Mr. Kirkpatrick said that this 
might be one answer to the problem 
of presenting data without having to 
wait the necessary period to compile 
inter-company statistics. 

Miss Josephine W. Beers, Occidental 
of California, said that she had been 
able to make use of Department of 
Labor statistics and material provided 
by the University of California in 
sickness and accident business. 





Leaders Meeting for 


Jefferson Standard 


Jefferson Standard will hold a 
leaders meeting in New Orleans 
Oct. 16-19, 1955, at the Jung hotel. 
Attendance will be on the basis of 
production, with an 11-month quali- 
fication period beginning Nov. 1, 1954 
and ending Sept. 30, 1955. 


Utah CLUs’ Hear Huebner 


Utah CLU chapter at its confer- 
ment meeting in Salt Lake City was 
addressed by Dr. S. S. Huebner, pres- 
ident emeritus of the American Col- 
lege. Guests attending included Com- 
missioner Jones and a_ group of 
students at the University of Utah 
following an imsurance progi'am. 








Break Agency Record for Shoup 

Gail L. Shoup, associate general 
agent of Lincoln National Life at 
Grand Rapids, Mich., was honored on 
his 30th company anniversary at a 
dinner staged by General Agent A. G. 
Green and associates. Attending from 
the home office were Cecil F. Cross, 
vice-president, and C. L. Gamble, as- 
sistant superintendent of agencies. 

In a contest honoring Mr. Shoup, the 
agency produced its all-time monthly 
high, the 30 associates writing 191 ap- 
plications for $1,270,000. 


To Sh‘'ft Board Meeting Sites 

Guli Life with a meeting at Miami 
instituied a new practice of holding 
quarte'ly board of directors meetings 
in key cities throughout the states in 
which it operates. The annual meeting 
in February will continue to be held 
at the hiome office in Jacksonville, Fla. 
The May, 1955, meeting will be held 
at Tampa, Fla. 


Hancock Employes Stage Musical 

BOSTON—More than 200 employes 
of John Hancock staged their annual 
fall musical in Jchn Hancock Hail. 
“Holiday Ahoy” is the third show of 
its kind to be produced by the com- 
pany’s employe association, after less 
than two weeks of casting and rehears- 
ing. 





Central Standard Life has introduc. 
ed a preferred whole life policy, minj. 
mum $10,000, a life paid-up at age 
85 policy, minimum $3,000, and revised 
its rates for endowment at age 85, 
which will still be issued in minimum 
amounts of $1,000. 

In the juvenile field the endowment 
at age 65 is being replaced by a new 
plan known as the “Progressive Estate" 
plan. Each unit provides insurance of 
$1,000 (age 0, 250 first policy year) 
increasing at age 21 to $5,000, matur. 
ing at age 65. In addition, premiums 
are returned if the insured dies prior 
to age 21. 


Nearly $300 Million in 
3rd Quarter A&H Payments 


American families received $298. 
341,000 during the third quarter of 
this year from life companies under 
A&H policies, Institute of Life Insur. 
ance reports. This brought to $898,694. 
000 the total of A&H payments this 
year from life companies alone, not 
including similar payments from Blue 
Cross and casualty companies or ben- 
efits paid under disability clauses of 
life policies. The payments are $93 
million more than in the first nine 
months of last year and nearly three 
times such payments only five years 
ago. ; 





Umbarger Heads Agency 


Occidental of California has opened 
an agency at Whittier, Cal., with Lee 
R. Umbarger as manager. Joining the 
company in 1946, Mr. Umbarger has 
served at Seattle and Pasadena ag 
agent, brokerage manager and assis- 
tant manager. 


Joins Mutual Module Staff 


John B. Meyers has been promoted 
to the staff of module specialists in 
the home office of Mutual - of New 
York. He will assist in handling the 
module insurance and module multi- 
protection employe benefit plan. 





Savings Bank Cuts Ratings 

Savings Bank Life Insurance of New 
York has eliminated extra premiums 
or ratings for policyholders and appli- 
cants in occupations formerly con- 
sidered hazardous, such as city police- 
man, city fireman, taxicab driver, 
freight elevator operator. Since the 
removal is automatic, policyholders 
need not make specific request to have 
their premiums lowered. 





Hancock School for New Agents 
Twenty-one agents from_ general 
agencies in 13 states are attending a 
two-week course in fundamentals of 
life selling at the home office of John 
Hancock. The course is designed for 
Hancock agents with a year or less of 
experience in the field, and covers a 
general review of rates, basic settle- 
ment options, sales talks, planning, 
records and personal efficiency. 


Miss Coman Life of Ga. Editor 

Peggy Ann Coman has been ap- 
pointed editor of the Log, monthly 
Life of Georgia magazine. She has 
been on the staff for two months. 
Prior to joining the company she was 
editor of a furniture company house 
organ. 





Names Skeels at Los Angeles 
Continental Assurance has appointed 
Lloyd B. Skeels assistant manager at 
Los Angeles. A former personal pro- 
ducer and district manager, he 
concentrate on brokerage business. 


Harmelin Officer of Brokers Assn. 

William Harmelin, supervisor of 
Columbian National Life, has been 
elected secretary of Greater New York 
Insurance Brokers Assn. Installation 
of all new officers will take place at 
the annual meeting Dec. 14. 
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y.Y. Blanks Rules, Tontine Policies Interest NAIC 


(CONTINUED FROM PAGE 1) 





by New York’s instructions they could 
make the NAIC instructions sufficient- 
ly specific so that the companies 
could still follow the NAIC pattern. 

Mr. Straub said that at the recent 
subcommittee meeting in Chicago he 
had asked to have New York’s regula- 
tion 33 considered but that Mr. Bittel 
refused to consider anything except 
the items that he himself wanted con- 
sidered and made it clear that he was 
out to circumvent the New York regu- 
lations. This, said Mr. Straub, “is a 
new low in the subcommittee work of 
this organization.” 


Asking that the subcommittee report 
not be adopted, Mr. Straub said the 
New York department people were 
willing to meet with the subcommittee 
as often as necessary to see how the 
NAIC instructions could be improved 
by adaptation of features of regulation 
33. Regulation 33 is not perfect, he 
conceded, but said he didn’t think the 
“kangaroo court” procedure at Chicago 
should be allowed to stand as a prece- 
dent. He wanted it rebuked by a re- 
fusal to accept the subcommittee’s 
report. 

Walter Robinson, Ohio superinten- 
dent and blanks committee chairman, 
said the Chicago meeting was the 
most unpleasant such gathering he had 
ever undergone and nobody who had 
been there would want to go through 
it again. He asked Mr. Bittel if he had 
any comment but Mr. Bittel said that 
“the report speaks for itself.” 

Asked for comment on the proposed 
instructions, George H. Davis, assist- 
ant actuary of Life Insurance Assn. of 
America, said the companies would 
rather see them adopted now than at 
the annual meeting of the blanks com- 
mittee in April, so as to have that 
much more advance notice. The in- 
structions will apply to 1955 business. 
The blanks committee adopted the 
Bittel report, the vote being unani- 
mous except for New York. 

All other matters on the blanks 
committee agenda were deferred to the 
April meeting. These include credit 
life and A&H experience; A&H claims 
information; and the reporting of 
lease-back real estate. 


That the Bittel subcommittee and 
the blanks committee itself are not 
necessarily opposed to all of the provi- 
sions in New York’s regulation 33, but 
merely want to be sure of not being 
stampeded may be inferred from a 
passage in the report saying that “the 
subcommittee recognizes the outstand- 
ing work which has been performed 
by the New York department in study- 
ing this problem and intends to ex- 
plore the need and desirability of in- 
corporating into the present instruc- 
tions further restrictions and refine- 
ments.” 

The report also pointed out that “it 
is the intention of this subcommittee 
to hold a number of further meetings 
after Jan. 1, 1955, to consider all 
differences between the instructions, 
as amended by the changes hereto, 
and regulation No. 33 promulgated by 
the New York insurance department. 
Accordingly, notice has been given to 
the life insurance industry that its 
representatives will be expected to 
prepare and to submit in writing to 
this subcommittee, as soon as possible, 
a detailed and comprehensive exposi- 
tion on each such item.” 

Speaking for National Old Line Life 
of Little Rock, former Commissioner 


Graves of Arkansas lashed out at the 
statement filed by NALU with the 
committee at the annual meeting last 
June in Detroit as being almost en- 
tirely inaccuracies and_ half-truths. 
The only fact in it, he said, was that 
there is competition in the life insur- 
ance business. He said NALU’s case 
was based on isolated and exceptional 
occurrences. He declared that the poli- 
cies in question are not tontine at all 
but merely deferred dividend contracts 
such as many other insurers issue. He 
emphasized that tontine policies pro- 
vide for forfeiture of all values if sur- 
rendered before the end of the tontine 
period, while his company’s policies 
have full nonforfeiture values. 

Mr. Graves said if there has been 
misrepresentation on the part of agents, 
while no one condones such acts, there 
is no new problem involved and the 
states have laws fully adequate to take 
care of offenders. He accused NALU of 
implying that the commissioners are 
not performing their duties. If any- 
thing, he said, the NALU memorandum 
calls merely for the enforcement of ex- 
isting law. He suggested that its mem- 
bers bestir themselves and aid in run- 
ning down the misrepresenters rather 
than trying to get a change in the laws. 

Mr. Graves said NALU as an orga- 
nization would not sponsor twisting 
but he had evidence that some agents 
were using the NALU’s memorandum, 
which was embodied in the report of 
the June meeting of the NAIC, as a 
means of twisting business from com- 
panies alleged to be issuing tontine 
policies. 

President Robert L. Walker of NALU 
spoke out vigorously against the “semi- 
tontine” policy. He cited material used 
by agents selling it as evidence of the 
unrealistically optimistic assumptions 
on which sales are being based. He 
said that NALU objects to the public’s 
being led to think that sort of return 
is possible. He likened it to saying that 
Sam Snead could shoot 18 holes of golf 
in 33 because he has often made a hole 
in one. He also mentioned policies that 
are coming up for the deferred divi- 
dend, which won’t be anything like 
what the buyers were led to believe 
they would receive. He said the selling 
of semi-tontine policies “piles proba- 
bility on top of probability on top of a 
remote assumption.” 

Henry Glenn, associate general 
counsel of Life Insurance Assn. of 
America, and Ralph Kastner, general 
counsel of American Life Convention, 
said their associations were taking a 
neutral attitude in the controversy. 

Maloney of California, chairman of 
the tontine control subcommittee, tried 
to elicit from Mr. Graves an admission 
that the premium was loaded espe- 
cially to take care of the big 20th year 
dividend but neither Mr. Graves nor 
his adherents would admit there was 
anything special about the premium 
setup except that it is “actuarially 
sound.” 

At the session of the subcommittee 
on control of tontine policies, headed 
by Maloney of California, Carlyle M. 
Dunaway, counsel of National Assn. of 
Life Underwriters, presented a re- 
vised version of a model bill offered 
by NALU at the NAIC meeting last 
June at Detroit. It is not basically 
different but it is believed to block 
some exits that existed in the earlier 
version. 

For example, the earlier draft dealt 
solely with the actual contract of in- 
surance, whereas many tontine con- 
tracts contain the tontine agreement 


outside the policy or in the dividend 
illustration. 

Mr. Dunaway restated NALU’s 
position as being against tontine poli- 
cies as essentially gambling contracts 
and extremely subject to misrepre- 
sentation. NALU is concerned, he said, 
lest outside organizations, aroused by 
tontine merchandising, get busy and 
do a “housecleaning job” that should 
be handled by the insurance industry. 

Former Commissioner Murphy of 
South Carolina, speaking for Coastal 
States Life, and former Commissioner 
Graves of Arkansas, appearing for Na- 
tional Old Line Life of Arkansas, pro- 
tested against the NALU draft bill. 
Mr. Graves said it was unfortunate 
that the NALU Detroit statement on 
tontines to the NAIC, which he alleged 
contained many inaccuracies, was cir- 
culated by NALU among its members 
and then used by some agents as 
having the official imprimatur of the 
NAIC. These agents did this in order 
to twist business, he said. 

Mr. Dunaway pointed out that 
NALU deplores such twisting as much 
as anybody else. 

Both Mr. Graves and Mr. Murphy 
asked permission to file statements 
later, on the ground that the subcom- 
mittee meeting had been set for earlier 
than they understood it to be. 

Following is the revised draft of the 
NALWU proposal: 

“No life insurance company shall 
hereafter deliver in this state, as a 
part of or in combination with any 
insurance, endowment or annuity con- 
tract, any agreement or plan, addi- 
tional to the rights, dividends, and 
benefits arising out of any such in- 
surance, endowment, or annuity con- 
tract, which provides for the accumu- 
lation of profits over a period of years 
and for payment of all or any part of 
such accumulated profits only to mem- 
bers or policyholders of a designated 
group or class who continue as mem- 
bers or policyholders until the end of 
a specified period of years. Nor shall 
any such company deliver in this state 
any individual life insurance policy 
which provides that on the death of 
anyone not specifically named there- 
in, the owner or beneficiary of the 
policy shall receive the payment or 
granting of anything of value.” 

The subject of extended maternity 
benefits was carried over without ac- 
tion. Leslie of Pennsylvania is chair- 
man of the subcommittee of the A&H 
committee which has had this topic 
under review. He said that unfor- 
tunately he has been unable to call a 
meeting of his group to consider briefs 
filed by the industry and by Blue 
Cross and Blue Shield, but that he 
would recommend to the successor 
personnel of the subcommittee that it 
hold such a meeting before next June. 
Gillooly of West Virginia asked if he 
could see the filed briefs, and Leslie 
agreed to furnish him copies. 

Considering the report of the group 
committee, the life committee favored 
letting the group life limit be reduced 
to 10 from 25 in the model group bill, 
except that Larson of Florida voted no 
because a hearing on this is imminent 
in his state and he didn’t want to pre- 
judice the result. 

Carlyle Dunaway, NALU general 
counsel, submitted a revised draft of 
the bill that NALU offered at the De- 
troit meeting to prohibit tie-in sales 
of group life insurance with mutual 
funds where the obligation to complete 
an investment program only becomes 
binding on the investor’s death. He 
termed this type of obligation a 
“phoney.” 

E. B. Burr, public relations director 


of National Assn. of Investment com- 
panies, urged that no hasty action be 
taken and suggested appointment of a 
committee of the commissioners to 
work with a similar committee of the 
National Assn. of Securities Adminis- 
trators, both committees to have the 
cooperation of the investment compa- 
nies and the NALU. The life committee 
voted in favor of naming such a com- 
mittee. Deputy Security Commissioner 
Sheldon of New Hampshire, president 
of the NASA, indicated a cooperative 
attitude on this project. 

Commissioner Knowlton of New 
Hampshire, president of NAIC, rei- 
terated a passage from his presiden- 
tial address in which he said: 

“While the life committee recom- 
mended, and the association adopted, 
an excellent statement of principles and 
suggested rules and regulations govern- 
ing the sale of credit life and credit 
accident and health insurance, I feel 
that there are still some questions in 
connection with this problem which 
deserve further consideration, parti- 
cularly in connection with the sale of 
such insurance in lending transactions 
and the relationship of the fair trade 
practice acts and anti-trust laws to 
such sale. While it may be that legis- 
lation is needed in other fields than the 
field of insurance in order to furnish 
a complete solution, I think the life 
committee could profitably give fur- 
ther consideration to the problem.” 

The valuation of securities com- 
mittee, headed by Bohlinger of New 
York, decided to make the mandatory 
security valuation reserve subject to 
invasion for 100% of security capital 
losses, both for stocks and bonds, in- 
stead of the present 50%. 

This action is in line with what was 
contemplated when the security valua- 
tion reserve was first required. From 
the start, 100% of capital gains had to 
be put into the fund but only 50% of 
losses could be pulled out. Now that 
security valuation funds have been 
built up to their contemplated level it 
is practicable to use it for all losses 
as well as all gains. 

The meeting of the special NAIC 
subcommittee on formulation of a 
uniform fraternal code met in open 
session only long enough to ask if 
there were any questions from those 
present who were not members of the 
NAIC subcommittee or the correspond- 
ing subcommittee of the National Fra- 
ternal Congress. 

Commissioner Gillooly of West Vir- 
ginia, chairman of the NAIC unit, then 
convoked the subcommittee in exec- 
utive session with the NFC subcom- 
mittee, which is headed by Frank Lee, 
general counsel of Woman’s Benefit 
Association, and chairman of the NFC 
law committee. 

There are no particular areas of 
disagreement between the NAIC and 
NFC committees but because the 
model code is still in such a formative 
stage there appeared to be no pros- 
pect that the final version would be 
achieved this week. 

The NFC proposed version was a 
more closely guarded secret than how 
to build a hydrogen bomb. The NFC 
committee, however, wasn’t trying to 
mystify people. The last time a revi- 
sion was tried, the proposed revisions 
got around, with the result that the 
commi‘tees had their hands full de- 
fending and explaining a lot of sug- 
gestions that were purely tentative. 

This time, the commissioners’ com- 
mittee asked the NFC group not to 
distribute their draft to anyone but 
the NAIC’ subcommittee, for the 
present. 
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Pa. Assn. May Ask Action 


on Mutual Fund Tie-ins 


Tie-in sales of life coverage and 
mutual fund shares or other securities 
headed the list of topics discussed by 
E. P. Bragdon, chairman of the legis- 
lative committee of the Pennsylvania 


Assn. of Life Underwriters, at the 
association’s mid-year meeting in 
Harrisburg. 

Other subjects which may be 


brought up by the association at the 
1955 session of the Pennsylvania legis- 
lature include tontine policies, com- 
missions to representatives of lending 
institutions in connection with the 
sale of credit insurance, reduction 
from 25 to 10 lives for group cases, 
agent qualification and frequency of 
exams, use of guardianship funds to 
purchase life insurance, savings bank 
life insurance, and brokers licenses 
for life underwriters. 





Manly Addresses Austin 


Assn. on Programming 


Austin, Tex., Assn. of Life Under- 
writers heard Hollis L. Manly, Jr., ed- 
ucational director of Amicable Life, 
discuss programming at the November 
meeting. He said this was not just a 
way of selling more life insurance and 
the agent is not in a position to pro- 
gram life insurance until he is able to 
divorce programming from the thought 
of selling more life insurance. 

Neither is programming designed to 
show that one man knows more about 
life insurance than others and then 
“declare open season on the policy- 
holders of others.” This effort to ap- 
pear as a counsellor loses prestige for 
the life underwriter, Mr. Manly de- 
clared. Nor is programming an easy 
way to become a member of the Mil- 
lion Dollar Round Table. It is not a 
substitute for planning or self-organi- 
zation. 

Programming is a four-step opera- 
tion, beginning with seeing the pros- 
pect and selling the policy and the 
necessity of a plan, he said. 

Service is the second step and the 
buyer expects service when he buys, 
not just the policy and premium no- 
tices. The final step is “taking posses- 
sion of the buyer and converting him 
into a client so when he buys more 
life insurance he will buy it from you.” 
He urged salesmen to keep in touch 
with their policyholders, calling them 
on the telephone occasionally and mak- 
ing an in-person call every six months. 





Says Agent Practices Make 
Them Salesmen for SS 


Agents more than anyone else have 
sold social security to the public as a 
“bargain,” Francis Davis, Indianapolis 
Life, Marion, president of Indiana 
Assn. of Life Underwriters, told a di- 
rectors’ meeting of the Indianapolis 
association. 

“In practically every program chart 
we prepare we dramatize the cost 
difference between social security and 
life insurance. We are_ constantly 
pointing out how much life insurance 
it would take to get income benefits 
equal to those from social security. 
No wonder the public is constantly 
clamoring for bigger and broader so- 
cial security payments. Either we 
start telling people what the real costs 
of social security are or we are going 
to lose our market.” 

Mr. Davis also severely criticized 
the new government employes group 
plan. “In the past five weeks, I have 
visited 22 local associations in Indi- 
ana,” he reported. “All across the 
state, agents complain of lapses in- 
duced by the federal group plan. While 
federal employes cannot be denied 
coverage, he asserted the federal plan 


sets a “dangerous precedent, definite- 
ly inimical to the interest of agents.” 
If the government can get special con- 
cessions by cutting out the agents, 
“then what logical reason do we have 
for not giving the same kind of agent- 
less plans to other big group buyers?” 
he asked. 


Mark 50 Years in Louisville 


Louisville Assn. of Life Underwriters 
celebrated its 50th anniversary at a 
special banquet addressed by Lester 
O. Schriver, managing director of 
NALU. Mr. Schriver described his re- 
cent trip to Europe as one of 72 na- 
tional business and civic leaders, 
sponsored by the American Heritage 
Foundation, to inspect the radio free 
Europe program. President Robert H. 
Loeb presided. 





Tulsa—The new social security amendments 
were explained by Earl H. Amos, district man- 
ager of the social security administration. 


Minneapolis—“Tuning our Selling to Chang- 
ing Times” was discussed at a meeting of the 
Twin Cities women’s association by Miss Helen 
Rupp, Mrs. Florence Kuhn and Mrs. Ralph 
Schuetz, all of whom attended the recent wom- 
en’s institute at Purdue. Mrs. Helen Millett re- 
ported on the NALU Boston convention. 


St. Louis—Appealing for a greater NALU 
membership, President Robert L. Walker, 
Peninsular Life, Orlando, Fla., said debit 
agents present the best building opportunities. 
He commented the feeling of some debit 
agents that NALU competes with their union 
organizations is not based on fact. NALU, he 
said, is not in the field of collective bargain- 
ing and never shall be. Victor E. Koch, Mas- 
sachusetts Mutual, president of St. Louis CLU 
chapter, awarded CLU designations to those 
who successfully completed the 1954 examina- 
tions. 


La Crosse, Wis.—W. H. Froelich, Milwaukee 
manager for Occidental of California, spoke at 
the November meeting of Western Wisconsin 
association. 


Battle Creek—The Battle Creek and Kala- 
mazoo_ associations celebrated their 40th 
anniversary of organization with a joint 
meeting. Lester O. Shriver, managing director 
of the national association, was speaker. 


Toledo—Speaker at the November meeting 
was Martin J. Beckers, Equitable Society 
manager at Flint, Mich. 


Columbus, 0.—Speaker was Richard E. Pille, 
agency vice-president of Mutual Bevefit Life. 
The association recently presented a show on 
television. 


Dallas—The play “Stardust” writtea by 
L. C. Jones of the Northwestern Mutual home 
office, was staged by a professional actors’ 
group. 


Green Bay, Wis.—The Northeastern Wiscon- 
sin association heard sales talks made by W. 
H. Pryor, Connecticut Mutual, Milwaukee; C. 
W. Tomlinson, Bankers Life, and C. J. Hor- 
man, Mutual Trust Life, both of Madison, and 
F. G. McNamara, Waukesha, Old Line Life. 


Salt Lake City—Ralph Engelsman, former 
Penn Mutual general agent and now a sales 
consultant to life companies, conducted a 
sales seminar for the association. Commis- 
sioner Jones was present. 


Butte, Mont.—An LUTC class of 13 agents 
has been organized, with Fred Dugdale as in- 
structor. 


Pittsburgh—Branch speakers, topics and 
dates for meetings early in December 
include: Butler, William H. O’Connor, Social 
Security Bureau, “The New Social Security”, 
Dec. 2; Washington, Edward F. Haldeman, 
State Mutual Life, “Will You Go Fishing, 
Too?” Dec. 8; New Castle, Charles R. Soleau, 
Mutual Benefit Life, “‘Touchdowns”, Dec. 9; 
Beaver Valley, Donald C. McCune, Fidelity 
Mutual, “From Policyholders to Clients’, Dec. 
15, and Fayette, David Escovitz, Metropolitan, 
“Not Entirely by Accident’’, Dec. 16. 


Wausau, Wis.—The Wisconsin Valley and 
central Wisconsin associations have initiated 
an LUTC course at the Vocational and Adult 
Education school. A. J. Belisle, Wausau, 
and David Markowrth, Wisconsin Rapids, are 
co-chairman, with C. C. Somers, Stevens 
Point, as instructor. 


Cincinnati—W. W. Wray, John Hancock, 
chairman of the program committee, has an- 
nounced speakers for the balance of the as- 


ee 





sociation year. Talks already have been made 
by L. E. Throgmorton, vice-president of Re- 
public National, and W. F. Lee, Penn Mutual 
general agent at Philadelphia. The annual sales 
congress will be staged Jan. 21; W. Thomas 
Craig, Actna general agent at Los Angeles, 
will speak Feb. 17; R. L. Walker, NALU pres- 
ident, will talk March 17, a joint seminar with 
accountants, trust men, attorneys and credit 
men will be held April 22; H. C. Copeland, 
Jr., Massachusetts Mutual general agent, Syra- 
cuse, will speak May 19, and L. T. Tibensky, 
Northwestern Mutual, Chicago, will talk June 
16. 


Des Moines, Ia.—Norman Ackerman, Equi- 
table Society, has been named president, 
filling the unexpired term of Hugh Roberts, 
who has been transferred to Mason City, 
Ia., aS manager for Prudential. 





Pomeroy to Head General 


American Topeka Agency 


Charles P. Pomeroy has been named 
general agent at Topeka for General 
American Life. He succeeds Paul H. 
Chrysler who resigned in favor of other 
interests, including personal  pro- 
duction. 

After five years of selling with Pru- 
dential, Mr. Pomeroy joined General 
American in 1953 as a district manager 
at Topeka. 





Minnesota Mutual Names 
John Messer at Duluth 


John D. Messer has been appointed 
general agent at Duluth for Minnesota 
Mutual Life, succeeding W. LaVon 
Robison, who has taken over the com- 
pany’s agency in Houston. Mr. Messer 
previously has been with Penn Mutual 
and Equitable Life as salesman and 
agency supervisor. 





_Union C.&L. Names Fla. G. A. 


Ralph Cohen of 
Miami, former 
general 
agent there for 
American Bankers 
Life and one of its 
leading producers, 
has joined Union 
Casualty & Life as 
Florida general 
agent, with head- 
quarters at 245 
S. E. First street, 
Miami. Mr. Cohen 
qualified for the 
1953 Million Dol- 
lar Round Table. 


Ralph Cohen 





New Group Office at San Antonio 


State Mutual Life has opened a new 
group office at San Antonio, with J. 
Henry von Pein in charge. He is also 
in charge of the Houston office. 

Hershel L. Boothman has been as- 
signed to the Houston office. 


Parkhouse to Join Acme United 

Charles G. Parkhouse, former Nash- 
ville general agent for Union Central 
Life, Jan. 1 is joining Acme United 
Life as vice-president and director of 
agencies. 





Bankers, Neb., Contest Winners 


Winners in the October “world 
series” campaign sponsored by Bank- 
ers Life of Nebraska were the Wichita, 
San Diego, Philadelphia, Sacramento 
and San Francisco agencies. 





Texas Empire Boosts Capital 


The two-year old Texas Empire Life 
of Dallas has added $300,000 to its fi- 
nancial structure through a new stock 
issue. It now has capital of $200,000 
and surplus of $300,000, with insurance 
in force of $3,500,000. 





Bruce Gets Pru Training Post 

Gilbert S. Bruce, division manager 
at Oakland, Cal. for Prudential, has 
been advanced to training consultant 
for ordinary agencies in the western 
home office at Los Angeles. He joined 
the company in 1950. 


W. T. Grant Dies; Was 
Founder, Chairman of B.M.A, 


(CONTINUED FROM PAGE 1) 
a member of the executive committee 
of Life Insurance Sales Research By. 
reau and Life Agency Officers Asgn 
(the predecessor organizations of 
LIAMA). 

Mr. Grant’s insurance career was one 
molded greatly by chance. He left g 
dairy farm operated by his father at 
Ellinwood, Kan., to take a job ing 
small bank. Though he believed he was 
on the way to a successful career jn 
this business, the bank’s staff one day 
was trimmed and Mr. Grant had to 
look elsewhere. As a sideline he had 
been selling a few accident policies 
that made him about $2 a month. With 
only this experience, he turned to sel- 
ling hail insurance to Kansas wheat 
farmers and in a_ six-week period 
earned $200, more than he would have 
earned in a year at the bank. He vowed 
then never to work under the direct 
supervision of anyone again. 

About this time Mr. Grant decided 
a year of law training at the Univer. 
sity of Kansas would be a good round- 
ing out experience. At the end of the 
year, however, he had compiled a top 
record and was president of his class, 
He decided to become a lawyer. In 
the summer months he sold insurance 
in Salida, Colo., to raise money for the 
fall term. He did exceptionally well 
and at the end of the summer the man- 
ager of the agency urged him to con- 
tinue in insurance. The argument was 
convincing and thus began an _ illus- 
trious career. 


The idea to start a company of his 
own came to Mr. Grant one morning 
when he looked at an advertisement in 
the mail from a company which sold 
accident policies to salesmen. He sold 
several to his friends with ease and de- 
cided to form an insurer in Kansas 
City, basing his company on a plan to 
give business men insurance security, 
not only salesmen. 

B. M. A. was launched in two small 
rooms in the Keith & Perry building. 
A few months later a policyholder was 
killed in an accident and the claim for 
$5,000 nearly put Mr. Grant out of 
business. Payment was made, however, 
and the company continued to grow. At 
the end of last year it had insurance in 
force of $730 million and A&H pre- 
mium income of nearly $17 million. 

Mr. Grant’s devotion to his commu- 
nity probably is unequalled and is best 
summed up by the previous comment 
of a Kansas City Chamber of Com- 
merce official, that “no big campaign 
is ever ‘pulled off’ in Kansas City now- 
adays without Tom Grant having a 
very prominent part in it.” 

A son, W. D. Grant, is vice-president 
of B.M.A. in charge of reinsurance. 


OK Old Republic Stock Hike 


Stockholders of Old Republic Credit 
Life at a meeting in Chicago Tuesday 
approved a proposal to make a 10% 
distribution of additional shares. This 
increases capital from $1,069,200 to 
$1,176,120. 

The company recently paid an extra 
dividend of 10 cents per share on top of 
its regular of 10 cents. 








EDWARD C. PLATTER, 85, an 
agent for Massachusetts Mutual Life 
in Chicago for 58 years died there n 
a suburban rest home. Although he 
had retired on the company’s field 
assistant plan, he continued to be 
partially active in the business until 
about five years ago when his eye- 
sight began to fail. 
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They’re 70 now...and still healthy, happy and active! 


F you doubt that it’s good to be alive at 

70, 80... oreven 90... look about you. 
You will find many of our senior citizens 
at these ages “‘spry as larks” . . . living long 
and liking it! 


Liking it? Yes, indeed! For much is 
being learned about how to make life’s 
later years happy, active and rewarding. 
Geriatrics . . . the science of helping older 
people enjoy longer life . . . has contributed 
much to our brighter outlook on growing 
older. As research in this specialty con- 
tinues, greater gains in life conservation 
may be made. 


In addition to advances in geriatrics and 
other sciences, the rapid rise in our stand- 
ard of living has been an important factor 
in making life longer and more healthful. 


The effect of all these advances is high- 
lighted by these facts: 


The average life span for Americans is 
now 69 years. 


There are now more than 13 million 
Americans who are 65 and older, and 
by 1960 it is estimated that they will 
number 16 million. 


Specialists agree that when a man reaches 
his 65th or 70th birthday, his “age” de- 
pends not so much on the calendar as on 
his earlier health habits . . . especially dur- 
ing mid-life when many chronic diseases 
begin to develop. To help forestall such 
disorders, or lessen their effects, authori- 
ties make this recommendation: 


Go to your doctor for regular health 
examinations. He may detect condi- 


tions of which you are unaware. 
Through prompt diagnosis and treat- 
ment, he may spare you serious illness 
later on and perhaps add years to 
your life. 


In addition to regular medical check- 
ups, a healthy old age may depend on the 
living habits that you follow after 40. It is 
important, for instance, to control your 
weight through proper diet. It is also wise 
to slow down, to get your required sleep 
regularly, to take the exercise that is best 
for you and to follow a hobby that will 
help keep your mind sharp and alert. 


There is no “magic formula” for a long, 
healthy life. However, the person who 
prepares early has the best chance of get- 
ting more . . . rather than less . . . out of 
the years beyond 65. 








COPYRIGHT 1084—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(4 MUTUAL COMPANY) 


1 Mapison AVENUE, New York 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 











NOW MORE THAN EVER 


EMPLOYEE 
PROTECTION 
PLAN 


NEW YORK LIFE 


‘ 
New York Life Agents throughout the United States, 
Canada, Hawaii and Alaska offer their clients 


FULL CIRCLE PROTECTION 


New York Life Employee Protection Plans provide ‘‘Big 
Company"’ benefits for those who employ 10 to 24 people. 


Low Cost Coverages for life insurance, weekly disability 
and liberal hospitalization benefits. 


Ordinarily no medical examinations. Features similar to 
Major Medical. 





INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK 10, N. Y. 





